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IT’S THE SWEETEST Sh 1- UP 


IN THE FIELD 





For the retail merchant of silverware, the Holmes & Edwards Inlaid line 


is a “natural.” Here are a few reasons why: 





& It’s the only nationally advertised line sold direct to the retailer only. 


EXCLUSIVE @ It’s the only nationally advertised line with sterling inlaid quality—two blocks 
FE ATURES of sterling silver inlaid at the two points of wear on the most used pieces. 


@ It promises full, protected profit—and assures clean, healthy competition. 
1 @ It offers five active patterns that are real sellers—second to none. 


@ It is advertised nationally on a broad scale, and all advertisements feature our 


Holmes & Edwards Inlaid is the only nation- 
active patterns and the Authorized Dealer. 


ally advertised line sold direct to the 
Authorized Dealer only. @ It’s backed by helpful merchandising plans, sales promotion ideas, etc. 


2 


Holmes & Edwards Inlaid is the only na- 
tionally advertised line to offer Sterling 
Inlaid quality at the two points of greatest 


@ It’s smartly packaged. 


In our opinion it’s unquestionably the smartest set-up in the field. You 


owe it to yourself to make us prove it. 


wear. The mark of the International Silver Company—the world’s largest 


maker of silverware —the world’s largest advertiser of silverware. 


HOLMES « EDWARDS INLAID 


“SOMETHING MORE THAN PLATE” #REG. U.S. PAT. OFF. 
THE DIRECT-TO-RETAILER LINE ...SOLD THROUGH AUTHORIZED DEALERS CNLY 


INTERNATIONAL SILVER COMPANY, HOLMES & EDWARDS DIVISION, Meriden, Conn. 
NEW YORK, 9-19 Maiden Lane CHICAGO, Merchandise Mart SAN FRANCISCO, 150 Post St. ST. LOUIS, Ambassador Bldg. 




















PRESENTING C ntinente 


A triumph of Contemporary Design 


VEN customers who hesitate 

before most modern patterns 
will be intrigued and then persuaded 
by the sheer beauty of Continental 
silver—a masterpiece of design in 
the tempo of today. 

For Continental is an achievement 
and not an experiment. It is truly 
satisfying in its unadorned simplic- 
ity, lovely lines and fine balance. 

And with Continental something 
absolutely new to silver! Oblong 
bread and butter plate and service 
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plate! Study them in the illustra- 
tion and also notice the other 
suggestion—that the silver be 
monogrammed on the back; the 
spoons and forks placed face down 
to the table in the smart European 
manner. 


Give Continental silver window 
display, direct mail promotion, 
newspaper advertising. This pat- 
tern is News! For further informa- 
tion write Wilcox & Evertson, In- 
ternational Silver Co. Successor, 





Sterling Silver Division, Walling- 


ford, Conn. 





Fratused for Fall * 


in advertisements in Fortune, 
Town & Country, Junior League, 
Vogue, Harper’s Bazaar, House 
Beautiful, combined with Home 
& Field, Vanity Fair, Spur, Good 


1 Housekeeping, House & Garden. [ 
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SPEAKING OF THE JEWELRY TRADE .« a4 a4 


Merchandise which 


customers find it necessary or desir- 
able to return to stores is normally 
returned within a week after it is 
purchased, and over half of the items 
are returned within three days, it is 
indicated in the recently published 


LUCKY GUY 
ope 
“{ 4 / 








report of the Department of Com- 
merce, “Consumer Viewpoint on Re- 
turned Goods,” prepared by A. L. 
Bush of the Bureau of Foreign and 
Domestic Commerce. 

Based on returns from several thou- 
sand questionnaires in which women 
gave information on the last item 
which they had returned, the Com- 
merce Department found that 55 per 
cent returned the item within three 
days, an additional 24 per cent in less 
than a week, and only about 6 per 
cent had the merchandise in their pos- 
session over two weeks. Approxi- 
mately 7 per cent of the women stated 
that they returned the article within 
“a few days,” another 6.5 per cent 
said between one and two weeks, and 
1.7" per cent said “more than one 
week,” 

In the graph showing the con- 
sumers’ experience in returning goods, 
which accompanied the report, the 
percentage of jewelry returned as 
compared with that sold is given at 
about 1 per cent, where tht in many 
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trades is over 20 to 25 per cent. The 
only other industries with a smaller 
proportion of returns than the jewel- 
ers were those selling baggage and 
drugs. 
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4d 
bm just old-fashioned 
enough to long for the return to pop- 
ular favor of the scarfpin,” said Car- 
roll Dulaney in his column, “Day by 


WHY NOT 
THE RETURN 


OF THE 
SCARE PIN 
? 








Day.” “Modern conventions allow 
men too féw opportunities for per- 
sonal adornment—a ring, a thin 
watch chain or, perhaps, a fob and a 
tie-clasp, the last named probably hid 
from public view. That sums up a 
man’s jewelry, unless he has gold- 
filled teeth or wears a bejeweled fra- 
ternity charm. 

“One by one, it seems to me, the 
thingumbobs with which man used to 
bedeck himself have disappeared. The 
gold watch chain, like a ship’s cable, 
that stretched across his expansive 
facade is no more. It has gone the 
way of the gold toothpick and the 
diamond shirt stud. 

“Cuff buttons and links and shirt 
studs are not worn any more, except 
with evening dress, and then they are 
of simple ivory or mother-of-pearl. 
Even gold collar buttons have passed 
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out of the picture, the attached-collar 
shirt having a steadily increasing 
vogue. The scarfpin, I believe, was 
the last to go, and I, for one, lament 
its departure. 

“The jewelers should start a move- 
ment for the return of the scarfpin. 
It would be a wonderful boost to 
their business. A national campaign 
to that effect would be worth the cost, 
and I pass this suggestion along ‘free, 
gratis, for nothing,’ as the saying is.” 

Well, Carroll, your publicity is ap- 
preciated by the jewelers, but your 
suggestion for a campaign is an old 
one, tried several times since scarfpin 
sales stopped. However, there is no 
reason why it shouldn’t be tried 
again. 
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Speaking of the 
characteristics of the various classes 
of the jewelry trade of the Pacific 
Coast, John J. Fisher, secretary of 





FAIR 
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SQUARE) 


SLAVE 
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the Associated Jewelry Crafts of Cal- 
ifornia, said: “Among these groups 
we have one class of business men of 
the highest type, fair and honorable 
in their undertaking, and another 
class of men that respect no honor or 
fair play; their one aim the craving 


for that extra dollar of which they so 
joyfully deprive the workingman. 

“The first class are the men that 

have faith in the people they work 
with, and when an estimate or price is 
quoted they are satisfied and work 
accordingly, thus meaning a fair liv- 
ing for all. The other are the men 
that, to gain their financial desire 
(that extra dollar), take a certain 
amount of work, be it dozen or gross 
lots in either branches, manufactur- 
ing, setting or engraving; pile it be- 
low the nose of some poor weakling 
with the following remarks: ‘Do this 
work at my price and I will keep you 
busy the year around.’ And if the 
small man agrees to take and do this 
work, the next time they come with 
just one or two articles to be made 
and expect the same unreasonable 
price they agreed upon by the gross 
lot. 

“Another trick they use is to take 
a certain amount of work to the small 
man with this bait: ‘I can have this 
work done for so much (mentioning a 
set price), and if you will agree to do 
it at that price I would sooner give it 
to you because I like your style of 
work.’ This price quoted may be half 
or less than half what the work is 
worth! 

“The above summation shows that 
in most cases unfair practice is bred 
before it reaches the workshop of the 
small man.” 


ee 06 


Retail jewelers who 
use the lists of the members of vari- 
ous social and country clubs to help 
develop their plans of sales promo- 
tion will be interested in the an- 
nouncement recently made by Club 
Management, the national magazine 


HEY JEWELERS — 
THEY'RE , PLAYING 
AGAIN | 












for executives of town and country 
clubs, to the effect that club busi- 
ness is better and for the last year 
the clubs report increases of 50 to 
75 per cent over the figures of a year 
ago. This announcement says: “The 
members are using their clubs more 
now. City clubs everywhere have 
had substantial increases in revenue 
for the first quarter of the year—and 





early reports from golf clubs show 
infinitely greater business than last 
year... . Because operating money 
for clubs is easier managers are in 
a position to plan needed purchases. 
It won’t be long before clubs are 
run on the old high standards of 
service.” And the announcement 
adds: “From our close contact with 
this market we feel that now is the 
psychological time to present your 
selling message to these clubs.” 

This is of particular interest to 
retailers who are developing a busi- 
ness of trophies and prizes for ath- 
letic and social events, as referred 
to in the June issue of THE JEWEL- 
ERS’ CIRCULAR. 
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[., the course of 
his article on synthetic corundum, 


J. F. Halford-Watkins tells in the 





Gemmologist of some of his experi- 
ences in the Orient, saying: 

“A parcel of cut sapphires came in 
for sale, a proportion of which were 
synthetic. The seller indignantly de- 
nied this, and stated that he had ac- 
tually seen the stones produced at the 
mine itself in the ordinary process of 
washing. Moreover, he had cut the 
stones himself. He further produced 
a small parcel of rough stones, which 
he said were the remains of the orig- 
inal parcel he had bought at the mine 
and had actually seen washed out of 
the earth. 

“The seller, who was a man of un- 
doubted integrity, was very angry 
indeed, and his argument certainly 
seemed irrefutable. Still there was no 
getting away from the fact that cer- 
tain of the stones in the cut parcel 
were synthetic. On examination of 
the parcel of rough it was found to 
consist of partly broken fragments 
and partly water-worn stones. The 
broken fragments were all natural 
stones, but the water-worn ones were 
all synthetic. 

“We decided to keep quiet about 
this for a time and watch events. 
Quite a number of these stones came 
to light and were all traced to a few 
scattered mines worked by members 
of one family. It was then discov- 
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ered that an educated youth had cop. 
ceived the idea of making the small 
iron drum, which he could rotate on 
spindles. This he partly filled with 
ruby and sapphire refuse and water 
and added broken pieces of synthetic 
ruby and sapphire. The drum was 
rapidly rotated for some time; this 
abraded the stones to appear like nat. 
ural water-worn stones, which were 
taken to the mine and secretly placed 
in the earth waiting to be washed. 
The unsuspecting buyers could thys 
actually see synthetic stones produced 
from the very mine itself.” 
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an article on “Rubies in Rangoon” in 
The Empire Review, says that in 
Burma the natives have made the 
ruby their sacred stone. “It seems to 
them like the human soul about to 
enter the abodes of bliss, and there- 
fore they think it represents the state 
of the soul in the last stage before 
leaving this world forever,” he adds. 

“Almost every native you come 
across in Burma regards the ruby as 
a gem of love. They say that the par- 
ticular virtues of the gem are that it 
‘holds’ the love of all whom the 
wearer adores, bestows vivacity and 
bravery, and corrects evil friendships. 
More materially it causes obstacles to 
melt away, discovers poison, and 
brings back money which has been 
lost. 

“A real ruby, it appears, contains 
irregularly shaped bubbles ; every gen- 
uine ruby possesses a silky sheen, due 
to the number of tiny parallel lines 
going in three definite directions. 

“Tn examining the rubies, the gems 








were placed in a strong light and then 
viewed through a microscope. If the 
stone was of doubtful quality, a drop 
of oil was placed on its roughened 
face, then held with the back facet to 
the light. Thus, when it is held so 
that the stone is illuminated, it can 
be thoroughly examined through the 
lens. The-drop of oil prevents reflec- 
tions that would hinder the eye. 

“In the grading, first come the 
rubies and® spinels, so alike in color 
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(though not in value) that only a 
practiced eye can distinguish them. 
When these have been counted and 
put back in the safe, it is the turn of 
the sapphires to fall on the tray in a 
show of blue—every shade of blue 
from pale ultramarine to dark indigo 
shimmering in the brilliant sunshine.” 
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An internationally 


known psychologist, Doctor Joseph 
Jastrow, who was one of the speak- 
ers at the “Green Fashions for Fall 





Luncheon” held last month in New 
York, touched on the symbolism of 
color and the psychology of fashion. 

“Color” he said, “speaks in many 
languages; one of these is symbolism. 
Green in nature suggests plenty; the 
green palm stands for victory; the 
laurel wreath for honor; the olive 
branch for peace; gems readily — be- 
come symbolic; the emerald is the 
stone of the green month of May. 
The most intimate employment of 
color is in raiment. Like the use of 
scents and perfumes, it touches per- 
sonality; and the psychology of that 
is always subtle and complex. In ad- 
dition to our permanent psychology, 
we have a changeable one, and the 
god of that is fashion.” 

“In their turn, because we crave 
change, fashion gives its blessing to 
one color and another. That we go 
in for color implies that sober days 
are over. We may let ourselves go a 
bit and indulge in colors matching our 
spirits. And if it is to be green, it is 
a favorable omen, almost as though 
the green-backs of our natural cur- 
rency were freely circulating. When 
fashion adopts a color, we become 
sensitive to its rich meaning.” 


+ ¢ 4 
ro of the 


new gold licenses which went into 
effect June 1, a member of Handy 
& Harman called attention to the 
fact that there are several points that 
are not thoroughly understood by the 
trade, whether retailers or whole- 
salers. For instance, he said: 

“The new licenses authorize man- 


ufacturers (Form TGL-14) to ac- 
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quire, hold, transport, melt and treat, 
and import both melted and unmelted 
gold under conditions outlined in the 
license. 

“However, under the new license, 
manufacturers are not allowed to dis- 
pose of any gold in melted form. 

“This means, for example, that the 
holder cannot dispose of scrap or 
filings that have been melted into a 
bar or button. If such gold is to 
be disposed of, it must be left in the 
same form, that is, unmelted.” 
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a an article 
“The Habit of Safety” published in 
the Executives Service Bulletin, R. 
H. Matthiessen, president of the 
Western Clock Co. lays down some 
of the fundamental principles which 
employers should follow and which 
were responsible for a record of no 
lost-time accidents in his company 
during 1932 and 1933. In opening 
the article he says: 

“The Western Clock Co., by 
working more man-hours without a 
lost-time accident than any of the hun- 
dreds of industries in the United 
States that reported their accident 
records to the National Safety Coun- 
cil, was ranked first in the annual 
safety contest sponsored by the 
Council. 

“In 1933 we were again fortunate, 
completing a second year without a 
lost-time accident. 

“Tt is our belief that our efforts 














ot YZ Beer 
L DIE _ BY 
CHISEL 
CHISELMANIA 


—Newspaper Heading: “Plumber Kills Self 
with Chisel.” 

—Of course we don’t like to lose a good 
plumber, but we don’t mind dulling a mean 
chisel. 

—The Japs commit suicide by “hari kari’— 
a delightful process of disembowelling them- 
selves with a short sword. 

—Some jewelers commit suicide with a more 
stupid instrument known as the chisel. 

—Chiselmania is easily accomplished by sell- 
ing merchandise at less than cost of pro- 
duction. 

—lIt’s an easy death—and seemingly quite 
painless—except to the other fellow. 


tws 6TH. 


President. 











to reduce accidents to a minimum 
have been successful not merely be- 
cause of the mechanical devices in- 
stalled throughout our plant for this 
purpose, but largely because of the 
long and continued efforts of our 
supervisory staff in instilling in the 
minds of our employees the ideas that 
lead to the carrying out of their 
work with the least danger to them- 
selves. 

““We believe that we have been par- 
ticularly fortunate in having a loyal 
group of employees who eagerly 
grasped, enthusiastically developed, 
and widely spread the ideas that were 
offered to them.” 
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Spcshing before 
the American Association Executives 
at Washington, recently, Donald R. 







NRA IS INA 


CLASS WITH THE 
DECLARATION OF 
AINDEPENDENC® 


Richberg, general counsel NRA con- 
cluded his remarks on the “revolu- 
tionary” characteristics of the Re- 
covery Act referred to by critics, by 
saying : 

“The Recovery Act provisions were 
made: First, to permit owners and 
managers to organize and to write 
Codes of Fair Competition and to 
provide for their administration. 
Second, to permit employees to or- 
ganize freely to protect and to pro- 
mote their interests by collective 
agreements. Third, to provide for 
such public supervision as should be 
found necessary to protect the public 
interest. Now the only ‘revolu- 
tionary’ idea in the whole program is 
the same ‘revolutionary’ idea that was 
written into the Declaration of Inde- 
pendence and the Constitution of the 
United States at the end of the eigh- 
teenth century—the idea that govern- 
ments derive their just powers from 
the consent of the governed and that 
under institutions of self-government 
the restraints of government are im- 
posed, upon those affected, by repre- 
sentatives of their own choosing. 
Admittedly that was a revolutionary 
idea in 1776. If it is still a revolu- 
tionary idea in 1934, we must re- 
vise an old slogan and say: “The Old 
Guard dies but its ghost never sur- 


renders’.” 
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School Children boost sales~~ 


The Buffalo jeweler who made the Canadian 

Quintuplets presents of five baby rings be- 

lieves in making friends with his future cus- 

tomers at an early age. So do the aggressive 

retailers who are willing to plan and carry out 

the selling required to get the school class 
ring business of their community. 


Be the School Jeweler in Your 
Community 


‘There are approximately 
27,000 public and private high schools in the United 
States, providing education for more than four and a 
quarter million boys and girls. Each year a quarter of 
this number (which is increasing steadily, stimulated by 
population growth and depression-inspired desire for 
learning) graduate and go on to college, or to other fields 
of endeavor. Assuming that a certain proportion of stu- 
dents fail to finish their term of four years, it can be 
estimated that annually a total of a million boys and girls 
graduate, and each one of these should be considered by 
the retail jeweler as a prospect for school jewelry. 

The 20 to 25 per cent mark-up on school jewelry, it 
is true, does not make the retail jeweler frantically enthu- 
siastic about this business if he has not the vision to realize 
the other benefits growing out of such sales. But the 
stores which have developed the school market feel that 
it is a very definite asset. One jeweler reports: “We find 
that supplying school jewelry adds to the prestige of our 
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store. The school children are mighty good boosters for 
us now and will be our customers tomorrow. There is 
no doubt that our graduation business is better and that 
we make more sales the year around on account of our 
school connections.” Another store obtained the school’s 
track meet and trophy business through the contacts made 
by selling school jewelry. 

It is but a brief three or four years from the high 
school graduation age to the time when young men will 
be buying engagement and wedding rings, and with wed- 
dings come silver, stationery and gift sales. Graduation 
gifts of watches and jewelry, diamond engagement rings, 
the marriage band, the announcements, silver clocks and 
gifts for wedding presents—is there anything left out 
which the jeweler has to sell? School jewelry opens the 
door to this business, makes friends of the people who 
are going to be the cause of all this spending and who do 
a good part of it themselves. 

Starting out after the school jewelry business, what is 
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Young lovers remember School Jeweler 


move number one? THE JEWELERS’ CIRCULAR has made 
a study of the methods employed by a number of jewelers 
who have been successful in the sales of school jewelry, 
and by combining the experiences of these merchants the 
following plan has been evolved: 

The first step is to establish a connection with a manu- 
facturer whose merchandise is of proved quality. Speci- 
fications for this manufacturer are: (a) he must have a 
complete line of rings, pins, medals (trophies, too, if 
possible) ; (b) he must have effective direct mail adver- 
tising material, and, (c) most important of all, he must 
not sell direct. A good price range is important, and the 
line must be well displayed to support the sales efforts of 
the jeweler. 

The right merchandise selected, go after the prospect. 
Various ways of obtaining the school’s good will should 
be employed. Take an advertisement in the school year 
book and in the school paper, if one exists. The gift of 
an inexpensive trophy for the school’s athletic contests will 
help win favor for the jeweler. Then find out when the 
school will be ready to look at rings, if it buys by contract 
or from year to year. Choices are fairly evenly divided 
between fall and spring. Get in touch with the members 
of the committee, one at a time, and attempt to discover 
what price and style of ring.or pin the majority prefer. 
Contact the principal. Impress upon him the importance 
of patronizing the local merchant. Above all, stress qual- 
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ity, fine workmanship; call attention to such details as 
fine die work, etc. Show that it is to the advantage of 
the school to place the order locally—deliveries are made 
in the store, adjustments can be made at once, the rings 
cleaned, the stones tightened, without the bother of corre- 
spondence and unsatisfactory service. The direct-selling 
manufacturer’s representative will attempt to convince the 
students and the school executives that money may be 
saved by buying direct; jewelers report that this is the 
chief sales appeal used. Remind the prospect that it costs 
a lot of money to keep salesmen on the road. Point out 
that the only interest of these salesmen in the deal is to 
make money, while you, as a member of the community, 
a merchant with reputation and prestige at stake, are 
desirous of cementing a stronger friendship with your 
future and present customers. You are thus obligated 
and are more than willing to accommodate in case of spe- 
cial difficulties. 


View personal contact 
is a thing of real value. Having made this point, it is your 
job then to persuade the school to consider only rings 
submitted by local retail jewelers, the merchants who 
support the community in taxes and public interest, who 
are entitled to any business emanating from an institution 
which is supported by the community, such as a school. 

Opposition from the principal of the school is a serious 
difficulty, but it can be overcome if the right methods are 
employed. If your prices and your rings are right, and 
you are the local jeweler, there are few conceivable rea- 
sons why a school executive should oppose the selection 
of your merchandise; possibly some emolument for him 
is attached to the choice of another line coming direct. 
One jeweler tells us that his first class-ring order was 
obtained only after a severe contest with the school author- 
ity. He was not permitted even to submit samples. The 
jeweler worked among the students, getting a majority 
of signed statements from them to the effect that they 
preferred his ring. Finally he got the order, in spite of 
the unfavorable decision of the principal. This unfair 
competition continued three years; at last the jeweler took 
the matter up with the school board, which, after con- 
sidering the circumstances, warned the principal not to 
interfere with the decision of the students. In another 


and similar case the jeweler took a large advertisement 
(Turn to page 50) 
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Tax on Gems 


F a gem dealer sells a pearl, precious 

stone or even a diamond for less 
than $25, there is no tax on the sale. 
If he sells more than one stone, of 
identical size and identical price at 
the same value each, there is still no 
tax; but if he sells a package of gems, 
not identical in size, quality and price, 
he cannot claim exemption from tax- 
ation even though they will average 
a price of less than $25 apiece. 

This is the result of a special rul- 
ing of the Bureau of Internal Rev- 
enue published in another column of 
this issue, which, in speaking of gems 
sold in packages, says “that if sold by 
lot for $25 or more the tax attaches 
to the price for which the LOT is 
sold. The average price per diamond 
may not be used as the basis of deter- 
mining whether the sale is taxable.” 
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Standards for Gold Plate 


& a result of meetings held be- 
tween representatives of the va- 
rious elements of the jewelry trade 
with the United States Bureau of 
Standards, there were adopted at a 
final conference, held Sept. 21 
at Washington, certain commercial 
standards for gold-covered goods 
(other than watchcases), particular- 
ly those known or marked as “gold 
filled” or “rolled gold plate.” After 
an approval of these standards by 
more than 65 per cent of the jewelry 
industry, they became effective Jan. 1 
of this year. Since this time gold-filled 
or rolled gold plate articles cannot be 
stamped as such unless the marks 
state in terms of fractions the propor- 
tion of gold to base metal and the 
quality in karat of the gold so used. 
Under the regulations no article 
having a gold coating of less than 10 


‘karat fineness is permitted to have 


applied to it any quality mark, and 
no article having an alloyed gold con- 
tent of less than 1/20th of 10 karat 
or more may be marked “gold filled.” 
If the article is marked “rolled gold 
plate,” such words shall be preceded 
by a fraction which gives the propor- 
tion of gold used and the karat fine- 


ness of the gold. In addition any gold- 
covered article which has applied a 
quality mark shall have applied to it 
a trademark duly applied for or reg- 
istered under the laws of the United 
States for the manufacturer or seller 
of the article. 

The above applies to all gold-cov- 
ered articles except watchcases. 

When the standards were adopted, 
it was provided that the effective date 
of clearance on the existing stocks was 
to be July 1 of this year; that is, the 
manufacturer, wholesaler or retailer 
having merchandise made before the 








SIMPLE RESEARCH 


Have you examined your local 
market— 

That is have you learned all about 
the people who should come to your 
store— 

Do you know what they want, what 
they will buy and how they can pay 
for it— 

Can you supply such merchandise 
at the right prices— 

If so, get such goods, advertise 
them, go after business. 

If not, examine yourself. 





standard was adopted, and which did 
not conform thereto, had the six 
months to clear out the old stock, de- 
stroy it or have the improper marking 
obliterated. Recently, on the applica- 
tion of the American National Retail 
Jewelers Association, the retail dis- 
tributor was given another six months 


- to clear up on his old stock, extending 


the date to do so until Jan. 1, 1935. 

As far as the manufacturers or 
wholesalers, they have now no right to 
sell merchandise marked “gold filled” 
or “rolled gold plate” that does not 
conform to the present standards, no 
matter when the same may have been 
produced. Violation of such rules on 
marking is not only a violation of 
the standards but a violation of the 
manufacturers’ code and, according to 
the Code Authority of the Medium 
and Low-Priced Jewelry Industry, 
immediate action on any complaint 
will be taken against those who sell 
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gold-filled or rolled gold plate articles 
whose quality is deficient or its mark- 
ing incorrect under CS47-34. 

It is reported that attempts are be- 
ing made now to sell to the retail 
jeweler jewelry stamped or tagged 
“gold filled” and “rolled gold plate” 
which do not conform to the marking 
of the new standards or its quality 
provisions. The wise retail jeweler 
will see to it that he confines his pur- 
chases to gold-covered articles which 
follow the provisions of Standard 
CS47-34 both in letter and in spirit, 
or that he buys from those manufac- 
turers or wholesalers whom he knows 
can guarantee both the quality and 
the proportion of gold contained in 
the marks on the merchandise. 


q¢ 4 


Marriages Increasing 


N increase in the number of mar- 
riages throughout the country 
has been generally considered by the 
jewelry trade as a factor that mate- 
rially helps their business. Therefore, 
the recent statistical bulletin of the 
Metropolitan Life Insurance Co. 
showing an increase of 4.3 per cent 
in the aggregate marriage rate in 20 
States and in the District of Columbia 
was gratifying not only to the retail- 
ers of our industry but to our whole- 
salers, manufacturers and importers. 
The States from which the figures 
were taken contain more than one- 
third of the nation’s population, and 
the percentage is based on the figures 
of 1933 as against those of 1932. 
The total of marriages throughout 
the country is hard to compile owing 
to the fact that a survey recently 
made by THE JEWELERS’ CIRCULAR 
indicates that in many States no total 
figures «° 1aarriages or marriage li- 
cens¢> are compiled and in some others 
they are compiled either by counties 
or in the records of various district 
courts. However, when the work we 
are now doing is completed, it is 
hoped we will have statistics of a 
greater area than has been obtained 
heretofore, and these will be available 
to any firms or organizations within 
the jewelry trade that wish to use 
them for their research work. 
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Producers Pay Tax on 


Full Value of Jewelry 


N indignant retail jeweler pro- 
tests to us because the Internal 
Revenue Collector insists that he pay 
tax on the value of an article which 
he had set, which he described as con- 
taining “a diamond worth $125 I 
purchased as being free from taxation, 
and put in a new mounting worth 
less than $10 and which is, therefore, 
not dutiable.”” The man’s complaint 
is that the diamond being an old one 
sold him as “free of duty” could not 
be taxed and, therefore, the collector 
was wrong. 

This man seems to be suffering 
from the ignorance that a large num- 
ber of our retailers have shown in 
regard to the tax. They do not see 
that the tax applies to the sale of any 
article of jewelry by the manufac- 
turer, producer or importer of the 
same. Any man who combines a dia- 
mond and a mounting is a producer 
of the jewelry and must pay a tax 
based on the (manufacturer’s) selling 
price of such an article, whether he be 
retailer, manufacturer, wholesaler or 
even consumer. The total value of 
the ingredients combined or assembled 
into a piece of jewelry determine its 
value for taxation when sold. There 
are no ingredients or parts of a piece 
of jewelry that are or can be free 
from taxation. 

Retailers who have purchased dia- 
monds and other articles which were 
sold them as “tax free’? must realize 
that they are only free of tax insofar 
as the sale to them was effected. Such 
parts are not exempt from taxation 
when they are used as a part of 
jewelry in which they are later as- 
sembled or combined. A retailer who 
combines 10 so-called “tax-free” dia- 
monds worth $10 each with a mount- 
ing worth $10 must pay a tax based 
on the total value, plus a profit, or 
whatevér is the price the manufac- 
turer would charge to the retailer. 

The consumer who buys a gem and 
a mounting and has this set into a 
piece of jewelry is equally liable to 
the government for the tax, based on 
the value of that jewelry. 
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Put the “Fence” Out of Business 


T" buyer of stolen property—i.e., the "fence," creates the thief. 
The "fence" makes the market through which the thief can dis- 

pose of his loot. Often he "stakes" the crook between his jobs and 

also supplies him with information that makes a robbery possible. 

The "fence" is so organized that he can bring back stolen jewelry 
into legitimate business lines. Through this he can finally get it into 
the hands of the legitimate jeweler for disposal. 

Fine jewelry cannot be sold for a proper price except through the 
legitimate jeweler who sells to customers of wealth. 

Help to put the "fence" out of business. 

Do not handle any valuable or unusual gems about the title to which 
or whose origin you are doubtful 

Do not buy such gems from unknown dealers or from unknown 
salesmen. 

Above all, do not buy them from any one who cannot guarantee 
a legitimate title to such gems or know from whence they came or by 
whom they were imported. 

Remember; the thief cannot give title to stolen property. Nor 
can anybody give title who gets it from the thief directly or indirectly. 
Stolen property remains stolen property, no matter how many hands, 
innocent or guilty, it may pass through. 

Study the description of fine gems that are reported as stolen 
and notify the police whenever such merchandise is offered to you for 
sale or on memorandum. But do not buy it or sell it. 


85 



















































a en 






















C! "ENGRAVING 
Ce aaa: 





TO BE OR NOT TO BE? 


This Question of Free Engraving—Are 


You For or Against It? 


| Sporadically, for the 

past 50 years, the retail jewelry trade has attempted to 
establish a uniform policy of charging for engraving of 
silverware. We say the “retail trade,” but it would be 
more correct to say that “certain members of the retail 
trade” have labored unceasingly to bring about universal 
acceptance of the policy of charging for silverware en- 
graving, and that these efforts have been sporadically 
manifest during conventions and general trade gatherings. 
That the attempts have been to date unsuccessful does 
not reflect upon the work of these retailers; rather it in- 
dicates a constitutional inability of the trade at large to 
agree on the subject and suggests the possibility that perhaps 
it is a question which cannot be decided in a national way. 
However, since the inception of the New Deal and 
its accompanying codification of industry and the distrib- 
uting trades, retailers throughout the country have ex- 
pressed conviction that the retail jewelry code provides 
an adequate mechanism for regulating charges for en- 
graving; that it is an instrument which can serve to en- 
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force universal adoption of a uniform policy. “This wide- 
spread opinion is evidenced by a succession of investiga- 
tions into the question, conducted as of recent date. The 
Engraving Committee of the American National Retail 
Jewelers Association during the past year sent question- 
naires on the subject to a number of retailers. Charles 
T. Evans, secretary of the A.N.R.J.A., conducted a simi- 
lar inquiry by letter, and in April of this year, J. 
Alexander Hardy, chairman of the national association’s 
Engraving Committee, sent a provocative letter to several 
hundred retailers, in which he discussed the problem from 
the point of view of the advocates of a charge for en- 
graving. Mr. Hardy’s letter elicited a number of re- 
sponses, the major portion of them emphatically favoring 
the establishment of a compulsory charge through a fair 
trade practice clause in the retail jewelry code. However, 
it must not be supposed that the endorsement of Mr. 
Hardy’s suggestion was unanimous. Cogent expressions 
of dissent were not lacking among the returns of his in- 
quiry any more than in those of the previous official in- 
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vestigation of his committee and that of Mr. Evans. 
Apparently, there is much to be said on both sides. 

Most fundamental of the arguments urged against free 
engraving is that it is economically wrong because it is 
“giving something for nothing.” Instances of service in 
other trades which are not only paid for but profitable 
to the merchant can be multiplied. 

Often cited is the example of the purchaser of an auto- 
mobile, who pays at least $5 for each monogram on the 
doors of the car. ‘The comparison is made between two 
lines carried by the jeweler himself: stationery and silver- 
ware. If, it is asked, the jeweler should and does charge 
for the engraving of stationery, can there be any valid 
reason why he should not make a similar charge for en- 
graving silver? One retailer suggests that since clothiers 
and other dealers in lines requiring alterations in goods 
before the sale is consummated have with success instituted 
charges for such alterations, and since it can be with rea- 
son asserted that such a service is much more logical to 
be given free than the engraving of silver, that for these 
reasons there would be small resistance on the part of 
the consumer were jewelers generally to stop engraving 
gratis. With pungent criticism another jeweler writes 
that “if a plumber sells you a bathtub, he doesn’t connect 
it up for nothing”—why engrave silverware free? That 
the public does not appreciate the fineness and artistic 
quality of the engraving done by the jeweler is often 
attributed to the fact that it is done for nothing and 
therefore considered of little value, is an interesting com- 
ment on the situation. 

The ratio of engraving expense to selling price of the 
article engraved introduces another important factor in 
the controversy. This relation is one that varies greatly, 
according to the value of the article sold. The cost of 
engraving a ten dollar piece of plated hollowware is 
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Here is a subject that has agitated 
the retail jewelry trade for years. 
Opinions differ and it is difficult 
to find a common ground for solu- 
tion of this question. Does your 
volume of sales make engraving of 
little importance or does the cost 
of engraving tip the scales in the 
opposite direction? 


exactly the same as that for engraving a fifty dollar piece 
of sterling. One jeweler estimates his engraving costs as 
214 per cent for the sterling department, 7 per cent for 
plated ware department. However, the range for this 
ratio, according to reports from jewelers throughout the 
country, is from 1 per cent to as high as 20 per cent. The 
fact that the importance of free engraving as an expense 
item varies with the unit price explains why the larger 
stores selling a preponderance of valuable pieces in some 
cases do not regard the custom with the degree of dis- 
approval expressed by the proprietors of smaller estab- . 
lishments. 


l. is contrary to 
trade opinion to state that the line of demarcation in the 
question is altogether determined by the size of the store. 
Not a few of the more important merchants are quite as 
anxious as the little fellow to see free engraving discon- 
tinued, while, on the other hand, there are several in the 
latter class who feel that free engraving is an important 
selling aid. 

It is quite natural that jewelers who have over a period 
of many years developed a silverware department which 
enjoys a large patronage and prestige, a business which 
represents from 20 to 30 per cent of the merchant’s total 
volume, show some apprehension over the suggested elimi- 
nation of a practice which their customers have taken for 
granted. Such jewelers feel that to discontinue free en- 
graving would meet with serious sales resistance on the 
part of the consumer. They urge that the fine engraving 
that the jeweler has to offer is the one effective competitive 
weapon he has to combat the aggressive merchandising 
of the department store. The insidious depredations of 

(Turn to page 46) 
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lan Your Sal 


— times are 


made, not born. In all parts of the country there is a 
growing conviction that now is the time to buy. America’s 
finest families are in the vanguard of this spending move- 
ment. Proof of this is the upward curve on retail sales. 

January to July gains in all magazines over 1933 are 
large and a good yardstick on business’ improved health. 
For instance, Fortune’s ranking just in lineage is 142 per 
cent ahead for just six months. A dozen other business 
barometers prove now is the time for action. With codes 
running more smoothly and fairer policies the order of the 
day, retailers never had a better chance to put into prac- 
tice the many things they have learned during the last 
four years. 

A recent Senate report proves that a comparison of 
national income with retail sales shows stores’ sales to 
consumers stands at approxithately 60 per cent of the cur- 
rent national income. 

Another test collected from 766 retail outlets in Massa- 
chusetts shows June sales 9 per cent greater than 1933. 
Measurement was made on dollar sales and refutes the 
idea entertained by pessimists that business has been get- 
ting worse. Nevertheless, even with a rich reviving 
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es Campaign 


market, business will not knock at your door; you must 
go after it. 

As Mark Twain said, ‘““Many talk about the weather, 
nobody does anything.” It is sad but true that many 
jewelers could do more advance planning right at this 
time. Few are digging out the details of their Fall and 
pre-holiday campaigns, but could save themselves great 
worry during December if they did. 

A Dallas dealer in electrical fixtures has found that 75 
per cent of the house-to-house contacts made by five of his 
outside salesmen result in sales. Is there an idea there for 
jewelers? 

Although guarded optimism ruled the opening of the 
American furniture markets at Chicago, many manufac- 
turers reported the best first week since 1930, and 1418 
buyers entered the opening day, as against 1025 in the 
January show. 

In New York manufacturers and selling agents in house- 
wares lines foresee the first healthy season in years and 
report Fall buying “normal.” 

“Silver-plated flatware in the low-price brackets is en- 
joying the best current demand for years,” says the July 
Retail Ledger. Does your stock reflect any of this general 
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Knowing drama in display is required to move quality merchan- 

dise, the wiser jewelers are now securing material for use in 

direct mail and pre-holiday booklets. Such a task cannot be 

carefully done if attempted during the busy period following 
Labor Day. 


The Observer 


Now For Better Fall Business 





activity? If not, where do you place the blame? They 
also report volume on decorative garden pottery from $5 
to $25 more satisfactory than in three years. 


With Early American and Colonial styles of furniture 
leading in popularity at thé Summer markets, jewelers 
can take this tip that harmonizing patterns to these pe- 
riods will be the Fall favorites. Why not accept this fact 
and plan local newspaper campaigns accordingly ? 


Speaking of advertising and good business management, 
remember the starting point should be the customer and 
what she wants. Executives responsible for sales must 
study consumers and discover the deep, underlying trends 
of human conduct, what causes them and the desires for 
which they are responsible. Sales arguments, whether 
oral or-typed, should guide themseives in conformity with 
these trends. 


Consider that many of the items jewelers sell are merely 
toys for grown-ups; and speaking of toys, 50,000 of them 
were recently exhibited at the New York Toy Fair, and 
buying was reported as heavy and gratifying. 

Related accessories should be grouped in both window 
and inside displays. They also lend themselves well to a 


THE JEWELERS’ CIRCULAR 39 
for August, 1934 


series of folders for statement enclosures—and that is one 
envelope that is certain to be opened. 

Jewelers will find that salesmen calling on them these 
hot days with new goods for Fall are not only bringing 
better values in profit-producing products but sales-stimu- 
lating helps in the forms of displays, increased national 
advertising support and other tested schemes for breaking 
down sales resistance. 

What they can do for you is better described in this 
story sent me by the S. D. Warren Co., entitled “Are You 
Prepared for the Disappearance of the Shopping Habit?” 

Here it is: 

The years of. slow business developed their own spe- 
cial business inefficiencies. 

One of these was the Shopping Habit. 

When buyers of merchandise found themselves with 
little money to spend, and plenty of time in which to 
spend it, a new expression crept into business. This 


expression was: “Let’s shop a little bit and see what 
we can find.” 


Buyers who after years of careful study had concen- 
trated profitably on a few excellent sources of supply 
called in a dozen or two dozen salesmen of competing 
houses. The chief dicker in these interviews was not for 

(Turn to page 56) 











Established 1866 





Importers and Cutters of 


DIAMONDS 


608 Fifth Avenue, New York 





4 Antwerp—48 Rue Simons 
Cutting Works: Amsterdam—=33 Sarphatistraat 
64 West 48th Street London—23 Holborn Viaduct 
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Direct Importers 
and Cutters of 


FANCY SHAPE 


DIAMONDS 


LOUIS GURFEIN AND SON 


2 West 46th St. Tel. MEdallion 3-4822 4823 New York, N. Y. 


SOUTH AFRICA ANTWERP AMSTERDAM 


a 76 RUE DU PELICAN 2 TULPSTRAAT 
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How Diamonds Are Now Controlled 


Sir Ernest Oppenheimer Again Reviews the Diamond Industry and the 
Companies That Sell the Production of the Mines and the Government 


‘Sir Ernest 
Oppenheimer, 


chairman of the 
Angola-American 
Corporation of 
South Africa 
and head of the 
De Beers and 
other large companies. 





x the course of 
a comprehensive review of the interests of the Angola- 
American Corporation of South Africa, Sir Ernest Op- 
penheimer, chairman of the corporation and head of the 
De Beers and other large companies interested in dia- 
monds, discussed the diamond situation at the 17th ordi- 
nary general meeting of shareholders, which was held at 
Johannesburg, South Africa, May 18. On this topic he 
said: 

Tue DiaMonp Propucers’ ASSOCIATION 


“In my speech last year I told you that negotiations 
were in progress with the Government for new arrange- 
ments to take the place of the old inter-producers and 
sales agreements. I am happy to say that these negotia- 
tions have been entirely successful, and as a result a 


Producers’ Association has been formed, of which the four 


Conference Producers, the Cape Coast and Koffyfontein 
companies, the Diamond Corporation, and the Union 
Government are members. The members have agreed to 
make no sales except through the association, and each 
has accepted a quota equal to a percentage of the total 
sales effected. 

“The Government has entered into the agreement on 
the same terms as the other producers, and has accord- 
iagly closed its separate selling office in Cape Town and 
no longer requires, in addition to its percentage quota, 
the right to make a minimum annual sale without regard 
to the state of the market. The Government’s quota is in 
respect not only of the present state diggings, but of all 
the Government’s diamond rights, present and future, in 
Namaqualand. As with very small exceptions, all the 
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ground in Namaqualand likely to be diamondiferous is 
owned either by the State or by the Cape Coast com- 
pany, and as both these parties have become members of 
the association, the danger that at one time existed of an 
excessive output from this field has been obviated. 

“Of equal importance with the arrangements I have 
just described is that the Diamond Corporation, by be- 
coming a member of the association and accepting a quota, 
has, in effect, agreed to the liquidation of its stock being 
spread over a long period in an agreed proportion to the 
sales of the producers. 

“The corporation’s stock is looked upon as though it 
were a mine, and the anxiety which the knowledge that 
this large accumulation existed undoubtedly caused in 
the market has been completely removed. Moreover, it is 
clearly very greatly to the advantage of the producers 
that they will not have to wait to make sales until the 
Diamond Corporation’s stock has been liquidated, and 
this fact has undoubtedly brought the time nearer when 
our large interests in diamond enterprises will again be 
revenue-producing. The association has entered into an 
agreement for the sale of all its diamonds to a new com- 
pany called the Diamond Trading Company, which has 
been formed by the Diamond Corporation, and the actual 
sales to the market, both in South Africa and London, 
will be in the hands of this new company. 

“The sales of diamonds last year remained, unfor- 
tunately, at a very low level, although somewhat im- 
proved over 1932, and so far this year the demand has 
remained very restricted. On the other hand, the ar- 
rangements which I have outlined were very well received 
by the market, and with a general revival, particularly in 
the United States of America, the diamond trade will 
come into its own once more.” 


Jewel-Trimmed Furs 


Jewels and furs have always been grouped together to 
represent the ultimate in luxury, but it took a New York 
furrier, I. J. Fox, to really combine, practically and 
artistically, jewels with furs for champagne tastes and 
modest budgets. He is said to be the first to introduce and 
show during this coming fur season “jeweled clasps” of 
precious and semi-precious stones, ornamentally placed on 
the world’s loveliest furs and fur-trimmed coats. 

There will be presented a Russian ermine wrap trimmed 
with sable, gathered at the neck with a decorative clasp 
set with precious jewels. They will be used as accents at 
the shoulder and waistline, where they will be much in 
evidence. In fact, precious and semi-precious stones will 
be applied to every type of fur that can be enhanced with 
this “jeweled” vogue. 
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No. 1142—41” high. 
Triple holder; with 
erystal gazing ball; 
ball feet; in chromi- 
um or silverplate. 





The Vogue is for 
CANDLESTICKS 


HE candlesticks illustrated are the Cornucopia design 

—decidedly beautiful and modern. The low, graceful 
flower cupped horn is finished in chromium or silverplate. 
The triple candlestick (No. 1142) has a crystal ball decora- 
tion. No. 1140 (not illustrated) is a single holder. Either 
singly, in pairs or sets of four they comprise a most effective 
table arrangement. Write for information about other 
amen & Hubbard Candlesticks, Centerpieces and Flower 
uites. 


No. 1140 — 344” 
high. Single hold- 
er; in chromium 
or silverplate. 


No. 1141 — 414” 
high. Double hold- 
er with handle; 
in chromium or 
silverplate. 


THE BRADLEY & HUBBARD MFG. CO. 
Meriden - Conn. 
“Gifts of Distinction in Metal’ 
New York Show Rooms: 200 Fifth Avenue 


Settle-Fordney 


altitude flight 




















ELGIN FIRST TO 
PIERCE STRATOSPHERE 
IN AMERICA! 









world record 


made on 


Elgin time... 


Lieutenant Commander Settle pol 
in the gondola of the record ~- j 
breaking balloon. This gondola | 
now on display at the Rosen- 

wald Museum, Chicago. 


(Right) The Settle-Fordney 


balloon aloft over Dayton and | 
going strong—on Elgin time. 


@ Up into the stratosphere with Lieutenant Com- 
mander Settle and Major Fordney rode two Elgin 
wrist watches! 

Over two pounds of time interval measuring equip- 
ment had been eliminated from the tiny gondola. 
No chronometers, no stop-watches had been put 
aboard. Elgin had to do the work of both. . . from 
timing barometer readings to determining drift. 

How well Elgin performed aloft is history. But— 
there’s a “ail to the story... 

Those two Elgins were regular models Number 
442! Nothing special about them. And the accu- 
racy and dependability that won the praise of Settle 
and Fordney is the kind that is built into every 
Elgin timepiece today. It’s the unique union of 
age-old cra a and modern science at Elgin 
that makes it possible. 


ELGIN NATIONAL WATCH COMPANY 


ELGIN, ILLINOIS 
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Taxing the “Producer” o Jewelry 


Internal Collector Hoey of New York Answers Questions as to How the 

Revenue Law Applies and How to Determine the Value of Merchandise 

on Which the Tax Is Based — Producers Must Include Profit and 
Overhead in Addition to Cost When Articles Are Sold at Retail 


ESPITE the many explicit bulletins issued by the Spe- 

cial Committee on Taxation of the Jewelry Industry 
and the exhaustive articles and explanations printed from 
time to time in THE JEWELERS’ CircuLar, there still 
seems to be considerable misunderstanding in the trade in 
regard to the Jewelry Excise Tax. 

So many inquiries and complaints are continually com- 
ing to this office that THe JEWELERS’ CircuLar has 
requested James J. Hoey, Collector of Internal Revenue 
of the Second District of New York, to explain some of 
the regulations that seem to be most misunderstood. Fore- 
most in number of inquiries received is the question of 
who is the producer and on what basis the taxis to be 
figured. 

Collector Hoey states that by producer is meant any 
person, partnership or*corporation that in any way 
changes the form of an article, or combines or assembles 
two or more articles, thereby making a taxable article. 
And he said: 

“This producer must pay the tax unless it is produced 
by him for a person or firm who furnishes the materials 
used and who retains title thereof, and in such case the 
latter is the producer and must pay the tax. 

“As an example of the above, if a jobber or retailer 
should purchase a mounting and a loose diamond and 
have same mounted by a setter, the jobber or retailer is 
the producer and not the setter. 

“If the articles above mentioned were purchased by 
the jobber or retailer, tax free under exemption certifi- 
cates, the tax must be computed on the basis of the whole- 
sale price at which the same or similar articles are sold 
by the manufacturer. 

“In cases where this price cannot be established, due to 
the fact that diamond jewelry in many cases is not com- 
parable, the fair market price is to be established by the 
Commissioner. 

“In cases of this kind, the Commissioner has ruled that 
the fair market price is the cost of the material and labor 
to the producer, plus a reasonable overhead and plus a 
reasonable profit. 

“It has been further ruled that if the producer sells 
the article at retail the taxable price may be computed 
on a percentage basis of the retail selling price, such 
percentages to be average arrived at by calculation of 
transactions over a period of time; provided, however, 
that this basis equals or exceeds a sum computed by the 
method outlined above. If not, the cost plus overhead and 
profit must be used as the basis of establishing a fair 
market price. 

“In no instance can the producer compute the tax on 
the basis of his cost. 

“Any second-hand article which is not resold in exactly 
the same condition in which it is purchased is subject to 
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tax, computed on the fair market price of this article, 
inasmuch as it has been ‘further manufactured.’ 

“As an example, if a second-hand ring is purchased, 
and a stone is removed from the article and another stone 
set in its place, the ring has been further manufactured 
and is subject to tax on the entire selling price, in the 
same manner as new jewelry, as outlined above. 

“As regards the tax on the sale of loose stones by the 
importer, if sold by lot they are taxable on the price sold. 

“If sold by lot the tax attaches to the price for which 
the lot is sold. The average price per diamond or stone 
may not be used as the basis for determining whether the 
sale is taxable. 

“All firms receiving exemption certificates from their 
customers must keep same on file subject to inspection 
at any time by any agent of the Internal Revenue De- 
partment. Also all records must be kept available for 
inspection for a period of at least four years. 

“The tax is due and payable by the firm liable for 
same, whether they have actually collected same from 
their customer or not. No deduction can be made, in 
cases where customers have failed, gone out of business 
or for any reason have not paid for the articles purchased.” 


Collector Hoey further suggests that the trade obtain 
from the Collector of the district in which their places 
of business are located a copy of Regulations No. 46, as 
these explanations only cover the questions submitted to 
him by THE JEWELERS’ CIRCULAR. 

The regulations referred to should be carefully read 
by the trade in order that the proper tax be paid and at 
the proper time, in order to avoid the payment of pen- 
alties and interest which may otherwise accrue. 

Collector Hoey expressed thanks to THE JEWELERS’ 
CircuLar for giving him the opportunity of assisting the 
jewelry trade in clearing up these matters. 


Transvaal Diamond Exporters Object to Making Alluvial 
Shipments from Kimberley 


Lonpvon, July 3.—The number of diamond cutters 
from Antwerp and Amsterdam visiting here is increasing 
each week. A quantity of rough diamonds has been dis- 
posed of the past few weeks, although the Diamond Cor- 
poration has given no ground in the way of price con- 
cessions. 

Backes & Strauss, diamond brokers here, say that while 
the visiting cutters have tried hard to get parcels at lower 
rates, they have received no encouragement, and the 
knowledge that the prices paid have been sensibly higher 
has stiffened the polished market appreciably. 

The wise policy of the rough syndicate in showing only 
a limited amount of rough goods and maintaining prices 
on a strictly fixed basis has, the firm says, already re- 
created that confidence in price stability. 








POWERFUL NATIONAL ADVERTISING 


... FULL PAGES...IN FULL COLOR Favored positions ...in The Saturday Evening Post 
and McCall’s magazines... carry 5,000,000 messages 


to prospective Silverplate customers every month. 


SITVERPLATE 


The next thing to STERLING 
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a= SILVERPLATE 


The next thing te STERLING 


sives you the 


_ of the Silverplate 


business 
Now, when more people are buy- 


ing... and buying better things... the trend is to Gorham 
SILVERPLATE, the finest in silverplate... “the next 
thing to Sterling.” 


Gorham Silverplate gives you a four-fold advantage. In qual- 
ity it stands alone, both in appearance and durability. Gorham 
customers are the kind you want in your store. . . they know 
quality. Gorham gives you real volume in sales and satisfied 
customers. And your profitson Gorham are protected .. . prices 
are not footballed. You know where you stand all the time. 


Lhe time is ripe for selling Cfockam SILVERPLATE 


Powerful national advertising, in 
full color, full pages... the greatest drive in quality Silver- 
plate advertising . . . will send Gorham customers to your 
store. Be ready for them. Beautiful reproductions of our full 
color advertisements . . . and our new display and presenta- 
tion cases make appealing displays of the outstanding pat- 
terns in Gorham Silverplate . . . for your window .. . for 
your store. Gorham gives full co-operation to the dealer. 


GORHAM SILVERPL ATE Sell better things . . . make better profits with Gorham 


Silverplate. 
brings you real volume... Deconnmam@G 


: company 
the best customers... and Providenas, Khoce Lsland-- siXce 1831 


guaranteed profit. 
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To Be or Not to Be? 
(From page 37) 

the catalog house, retailing-wholesaler, and sub-jobber who 

has small selling expense, upon the custom of the retail 

jeweler, will be increased, it is argued, if this competitive 

advantage is destroyed. 

A strong protest comes from jewelers who have nur- 
tured a growing wedding gift and trophy business in 
silverware. Perhaps the most valid of the objections 
voiced by these jewelers is that engraving on a piece of 
silverware makes it stay sold. Engraved merchandise 
cannot be returned. Many brides receive odd pieces of 
silver which they would pass on as soon as one of their 
friends married—a thing not possible if the piece is en- 
graved. Trophies received in all kinds of sport competi- 
tions would be passed back and forth unless they were 
engraved. Exchanges and credits would be doubled, sug- 
gests a jeweler who has a good proportion of this busi- 
ness. The expense of this alone, he asserts, plus cost of 
refinishing, would equal engraving cost. 

However, not more than one or two merchants, of 
the several hundred who have recorded their conviction 
on the question, deny the uneconomic character of a free 
engraving service. Many of the more doubtful com- 
munications express rather complete sanction of instituting 
a charge with the vital proviso, if it can be universally 
applied and enforced. And with such enforcement of 
questionable possibility, they prefer to continue as in the 
past. “It would be a marvelous thing,” writes a mer- 
chant of this mind, “if this abuse of free engraving could 
eventually be done away with under conditions which 








would positively guarantee compliance.” In other words 
the trade as a whole is more or less in accord with the 
principle of charging for engraving, but many of its 
members feel that the difficulties attending its application 
present an insurmountable difficulty; therefore, they re. 
fuse to experiment with such a vital component of their 
business. 

Just how free engraving can be outlawed under the re. 
tail code presents an obstacle not easily circumvented. Let 
us suppose that a paragraph making charges for engray. 
ing obligatory is written into the code. Let us suppose 
further that this paragraph is so excellently conceived as 
to provide a fair scale of prices covering every possible 
exigency. And finally, let us assume that such charges 
are religiously observed by every jeweler in the United 
States. Then, as one retailer asks, “what is to prevent 
the small jeweler (and, it might be added, industrial 
jobber, and retailing wholesaler and department store— 
and price cutters of every description) who has no stock 
to quote a price 10 or 15 per cent less than it should 
be sold for, and charging for the engraving, still under- 
selling the legitimate dealer who has created the sale by 
a real selling effort and lost it to the price cutter.” It 
may be said that the sales policy of the silverware manu- 
facturers leads to a certain degree of price maintenance, 
But only the most inveterate Pollyanna would assert that 
these policies have really done away with the price-cutting 
evil. There is no effective price-maintenance provision 
in the retail code, and from the attitude that the adminis- 
tration has shown on this mooted question, there is little 
likelihood of its being obtained in the future. 














No. 52—Rose Bon Bon Dish; Sterling Silver, 
534” Diameter; List Price $7.50 


THE STIEFF COMPANY 


Master Craftsmen in Sterling Silver and Gold since 1892 
Wyman Park Driveway at Druid Hill Park 





When Y ou Take on a 
STIEFF Franchise .. 


market 
enhanced . . . your own name will be built up more easily— 
linked to the name STIEFF, and you build business on a 


permanent basis. 


Stieff Silver has long been the favorite of those who appre- 
ciate the finer things in Silverware; the work of master 
silver craftsmen, beauty of distinctive pattern, guaranteed 
worth. 

Quality buying distinguishes consumer buying today. There 
is a definite trend for “known” merchandise. Be prepared 
for this demand and increased early Fall buying... 
authorized Stieff Dealer. 

A few franchises are available .. . 


jeweler per city. If your city has no Stieff Agent... 
for full details TODAY. 





. . . you increase the range of your quality 
. your reputation for quality merchandise is 


as an 


restricted to one leading 
write 


Baltimore, Maryland 
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Barker Bros., Inc., Los Angeles, Cal., won first prize in Class C with 
this window 


WINDOW DISPLAY CONTEST 


A great deal of public attention was di- 
rected to window displays of silverware in 
the contest conducted throughout the 
country by the International Silver Co., 
awards for which have just been announced. 
Many excellent photographs were sub- 
mitted, indicating the interest taken in 
the event by the contestants. 





Window in store of Frank Clark, Wilkes-Barre, Pa., which won first 
prize in Class B 


INTERNATIONA _ SILVER 


£ 





Roshek Bros. Co., Dubuque, lowa, was awarded first prize in Class A 
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As part of its 


Bridal Bouquet campaign in June, the International Sil- 
ver Co. announced a window display contest. The awards 
have just been announced by the three judges, P. M. 
Fahrendorf, general manager of THE JEWELERS’ Cir- 
CULAR; C. W. Henstenburg of Niagara Lithograph Co., 
and W. A. Powers, art director of the Ralph H. Jones Co. 

There were three classifications, according to the rules 
of the contest, Class A being for dealers in towns under 
50,000 population. Under this classification no restric- 
tions were made as to the size of the window. Class B 
was for dealers in cities over 50,000 population, with 
a small window—less than 10 feet long. Under Class C 
came dealers in cities over 50,000 population, with large 
windows—10 feet long or over. 

The number of entries for the contest was very large, 
and the great majority of the windows were of a very high 
character. The work of the judges was made very difh- 
cult by these facts, but the decision arrived at was unani- 
mous. The awards announced are as follows: 


First Prize—$250 
Class A—Roshek Bros. Co., Dubuque, Iowa (C. A. 


Rostatter and associates). 
Class B—Frank Clark, Wilkes-Barre, Pa. 
Class C—Barker Bros., Inc., Los Angeles, Cal. (J. R. 
Stewart). 
SreconD Prize—$100 


Class A—Nicholson & Ryan, Augusta, Me. 


Class B—Michaels, Inc., Hartford, Conn. 
Class C—Gilchrist Co., Boston, Mass. (Frank Early). 


Tuirp PrizeE—$50 
Class A—Yowell-Drew Co., Orlando, Fla. 
Class B—M. Wurtzburger & Co., Washington, D. C. 
(B. Wurtzburger). 
Class C—C. H. Yeager Co., Akron, Ohio. 


Fourtu Prize—$25 
Class A—Savolainen Bros., Virginia, Minn. (Elizabeth 
McCabe). 
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Class B—Hess & Culbertson, St. Louis, Mo. (Edwin 
F. Peters). 

Class C—Chas. Brown & Sons, San Francisco, Cal. 
(Wayne L. Poland). 


Fiery To Nintu Prizes—$10 Eacu 


Class A—Cousins, Inc., Anderson, Ind.; N. Friedman 
Jewelry Co., Phoenix, Ariz. (Thomas Chauncey) ; 
LeGrand Jewelry Co., Jackson, Miss. (C. S. Rat- 
cliffe).; Neiman’s, Inc., Raleigh, N. C.; A. Thomas & 
Sons, Piqua, Ohio. 

Class B—J. A. Foster Co., Providence, R. I. (Guy 
Laidlaw) ; Gensler-Lee Jewelry Co., Los Angeles, Cal. 
(William Brown and Lou Rose); The Higbee Co., 
Cleveland, Ohio (Robert J. Mariman) ; Maier & Berkele 
Co., Atlanta, Ga. (Charles C. Willis) ; Michaels, Inc., 
New Haven, Conn. (Harry Losher). 

Class C—Croasdale & Englehart, Trenton, N. J.; 
Davison-Paxon Co., Atlanta, Ga. (V. F. McCollum) ; 
The Golden Rule, St. Paul, Minn. (G. H. Wagner) ; 
Sallan, Inc., Detroit, Mich.; Sanger Bros., Dallas, Tex. 
(E. Van Johnson). 


TENTH TO FouRTEENTH PrizEs—$5 Eacu 


Class A—W. C. Fisher Jewelry Co., Abilene, Tex. 
(Lefebvre Goulding); A. J. Jean, Sault Ste. Marie, 
Mich. (Martha King) ; Jenkins & Co., Richmond, Ind. 
(William Rindt, Jr., and Miss Lenore McArthur) ; 
Moon Jewelry Co., Tallahassee, Fla. (L. W. Moon) ; 
Earl D. Whitehouse, Norwich, N. Y. (D. White). 

Class B—Frank Curtis Co., Decatur, II]. (Mrs. Wal- 
ter Flora) ; Gem Jewelry Co., Beaumont, Tex. (M. L. 





Jacobs and H. Flackman); E. T. Herzog, Covington, 
Ky. (Aurelia Herzog) ; Lynch Jewelry Co., Birmingham, 
Ala. (George C. Steele) ; Springer Sondiey Co., Fort 
Wayne, Ind. (Edward C. Springer). 

Class C—Eastern Outfitting Co., Los Angeles, Cal, 
(C. E. Tingey) ; S. H. George & Sons, Knoxville, Tenn, 
(Matt C. Kirchner) ; J. B. Hudson, Minneapolis, Minn, 
(Felix A. Berner) ; Harry Levinson, Youngstown, Ohio 
(Levinson store staff) ; The D. M. Read Co., Bridgeport, 
Conn. (Lothar F. Dittmar). 





Chase Brass & Copper Co. Exhibits at New York Lamp Show 

Repeating the sensation created by their lighting fixtures, the 
Chase Brass & Copper Co. used the New York Lamp Show 
held at the Hotel New Yorker the week of July 16 to enter 
the lamp field with equally far-reaching results. The company’s 
exhibit, in four rooms, is the largest in the show; and not a 
few comments are heard to the effect that in spirit and manner 
it is the most significant. 

The basic theory is similar to that of their lighting fixtures,— 
making available to the public, at moderate price, a complete 
line of lamps in each of the main decorative periods. The 
lamps, designed by Lurelle Guild, are numerous in each of these 
periods: Early English, Early American, Empire, Georgian, 
Federal, Classic Modern and American Adaptations. Clement 
E. Horton, in charge of Chase’s lighting sales, points out that 
any room should have lighting equipment to match its general 
decorative scheme; and that no matter what a room has in the 
way of fixtures, it should have a suitable number of portables 
to create proper and comfortable lighting. 

This line will be marketed through the rapidly increasing na- 
tional network of franchised Chase dealers, and also through 
department stores, furniture dealers, specialty shops and gift 
shops. 

George W. Little was in charge of the show which attracted 
many visitors. 





43-47 West 23rd St., - New York City 


SULGRAVE DESIGN 





Che Pairpoint Corporation, New Bedtord, Mass. 





COMPLETE LINE OF DINNER WARE TO MATCH No. 0319 TEA SET 
Plain or Butler Finish 
ELECTRO PLATED ON NICKEL SILVER 


150 Post St., San Francisco 
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Amendments to Retail Jewelry Code 
Hearing at Washington, D. C., July 19, Covers Many Paragraphs— 


New Sections Reported Adopted 


WasuHincTon, D. C.—A hearing on proposed amend- 
ments to the code for the retail jewelry trade was held 
at the Hotel Washington, July 19. Deputy Administrator 
Harry C. Carr presided and was assisted by Arthur Kim- 
ball, an aide in the retail section. The following NRA 
officials were also present: W. L. Walker of the Indus- 
trial Advisory Board, Samuel E. Beardsley of the Labor 
Advisory Board, E. L. Culver of the Consumers Advisory 
Board, David W. Polak of the Planning and Research 
Division, and Norman T. Raymond of the Legal Division. 

The suggested amendments were prepared by the Na- 
tional Retail Jewelry Trade Council and were presented 
by W. D. McNeil, chairman of the National Retail Code 
Authority for the retail jewelry trade. Important sug- 
gested amendments follow: 


ArTIcLe IV, SECTION 4 (a): 

Strike out the words “professional persons” wherever they ap- 
pear and add the following paragraph: 

“Professionals—The maximum periods of labor de- 
scribed in Section 1 of this Article shall not apply to pro- 
fessional persons employed and working at their profession, 
who are receiving salaries on the same basis as executives.” 

Add the following paragraph to Article IV, Section 4 (d): 

“During such peak periods employees who are especially 
skilled may work without restrictions as to the maximum 
periods of labor otherwise prescribed for such peak periods 
and without regard to the consecutive hour provision of 
Article IV, Section 6, provided, however, that time and 
one-half shall be paid for any hours worked in excess of the 
maximum daily hours otherwise permitted in such peak 
periods.” 

Add the following paragraph to Article VIII, Section 1 (a): 

“Advertisements of Instalment Payment Plans.—Adver- 
tisements offering merchandise for sale on instalment pay- 
ment plans shall clearly and unequivocally indicate all 
interest or carrying charges included in the advertised price 
or which must be paid in excess of the advertised price in 
order to obtain the merchandise so advertised.” 

Add a new subsection to Article VIII, Section 1, as follows: 

“(r) Free Goods.—No article of merchandise or service 
shall be advertised as ‘free,’ nor shall any other word or 
statement of like meaning be used in advertising, when de- 
livery of said article or performance of said service is 
contingent upon the sale of other merchandise, or service.” 

Add a new subsection to Article VIII, Section 1, as follows: 

“(s) Piracy of Design—No retail jeweler shall copy any 
original design submitted by another retail jeweler, or esti- 
mate upon or make up an article in imitation of another’s 
design without the permission or consent of the retail 
jeweler furnishing such design, when the design bears the 
name of said retail jeweler.” 

Add the following sentence to Article VIII, Section 4 (c) : 

“The provisions of this Section shall not apply to Railroad 
Watch Inspectors.” 

The following wording shall be substituted for Article IX, 

Section 2 (b): 

; “(b) Recommendations—The National Retail Jewelry 
Trade Council may from time to time present to the Ad- 
ministrator recommendations (including interpretations 
and/or modifications) and may assent to recommendations 
(including interpretations and/or modifications) based on 
conditions in the retail jewelry trade which will tend to 
effectuate the operation of the provisions of this Code and 
the policy of the National Industrial Recovery Act. Such 
recommendations (including interpretations and/or modi- 
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fications) shall, upon approval by the Administrator, be- 
come operative as part of this Code.” 

Other proposed amendments covered Article 1X. Sec- 
tion 2 (f) covered assessments and provided that the 
wording be changed. The assessment is placed at $3 per 
annum per employee. 

Article 1X, Section 2, dealing with incorporation of 
Code Authorities adds a new section. 

Article X, Section 6, entitled “Expiration” is to be 
eliminated, it is proposed. 

Alfred P. Thom, Jr., assistant general counsel of the 
Association of Railway Executives, spoke in favor of 
Amendment VI, exempting railroad watch inspectors 
from Article VIII, Section 4 (c). There was no oppo- 
sition. 

Samuel Beardsley and Joel Berrall of the Labor Ad- 
visory Board; Henry J. Moynihan, president of the Inter- 
national Jewelry Workers Union; George F. Allen of 
local union No. 5 in Philadelphia, and Frank Foegler, 
president of the United Horological Associations of Amer- 
ica, united strongly in objecting to Amendment 11. This 
amendment permitted employees “especially skilled” to 
work, during peak seasons, overtime at the rate of time 
and a half. The labor representatives objected to all over- 
time work, even at double pay, preferring that the work 
be shared and those entirely unemployed be given an 
opportunity. 

Edward Krehbiel of Black, Starr & Frost-Gorham, Inc., 
spoke in favor of the overtime clause for peak seasons and 
gave as example the fact that his concern had to cease 
engraving well before Christmas because they could not 
employ their own engravers, who wished to earn the over- 
time pay, and they were unable, despite advertisements in 
two New York papers, to obtain extra help at that time. 
Mr. McNeil also spoke on this matter and commented 
on the difficulty of obtaining safe, reliable help during 
rush seasons, as many stores have individual types of en- 
graving and methods of their own in all lines of store 
service. 

James B. Dickey of Tiffany’s, New York City, in de- 
fense of overtime work with overtime pay, said that while 
they were unable to do this last December, Grover Whalen 
had given permission to three large department stores in 
that city to work more than the hours stated in the code, 
until the NRA had asked him to withdraw this permission. 

Norman T. Raymond of the Legal Division suggested 
a change in thé wording of Amendment No. IV concern- 
ing the advertising of free goods. He proposed it read as 
follows: ; 


“No retailer shall use the word ‘free’ or any word or words 
of similar import with reference to an article or service when the 
receipt of such article or service is contingent upon the pur- 
chase of another article or service, and when the use or effect 
of such words is for the purpose or effect of misleading or 
deceiving customers.” 


Frank Foegler read Schedule “B” as prepared by the 
(Turn to page 51) 
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No. 4136 “Glory” 
24% In. High 
Note Interchangeable 
Sailboat Plaque 


No. 4274—7 Series 
12 to 19 Inches High 


Sole Manufacturers of Interchangeable 
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Be the School Jeweler in Your Community 
(From page 33) 


| in the local newspaper, stating all the arguments why a 
local merchant should get the school business and de. 
_manding that he should receive due consideration. Public 
| opinion was created, and the contract was awarded to 
him. In such instances an appeal to your Chamber of 
| Commerce and Rotary organization may be very effective. 
| In making a presentation of samples to the students’ 
| ring committee, show only rings in their price range. Do 
not disturb the members of the committee by exhibiting 
any anxiety over making the sale. Here is the advice of a 
jeweler who has an unusually successful record: 

“T find that the best way to get the business is to be 
careful not to confuse the students or bother them too 
much. Find out what they like, go and get the best ring 
in their style that you can for the money, and if one isn’t 
too ‘hungry,’ the chances are that they will take your ring, 
because I have discovered that often an attempt is made 
to get too large a mark-up on this type of business, and 
my ring has always been the heaviest and best-looking at 
the price. That is why I say, do your share and then let 
the ring sell itself. 

“The selection of samples is the most important part 
of the business because at the final decision samples from 
other firms are included, and the students decide for them- 
selves without interference. Everybody does preliminary 
work; therefore, in the end, the ring has to sell itself.” 

There is no doubt that the selection of the merchandise 
is the most important consideration of all, but this should 
not minimize the value of the preliminary sales approach. 
General advertising of the store is always an aid in a 
selling effort of any kind. One jeweler who finds the 
school business of unusual profit expresses the conviction 
that consistent advertising in the country newspapers as 
well as in the press of his own community is in some 
measure responsible for his success. “‘We also have and 
keep a live mailing list,” he says, “distributed throughout 
the territory in which these papers are published. This 
we have been doing for the past 10 or 12 years. In this 
way we have become pretty well acquainted with the 
people living in the surrounding communities.”” When a 
store which has over a period of years built up a fine 
reputation through effective advertising, it is easy to 
/understand why a bid for the school jewelry business 
'receives fair consideration. Besides the advertising, this 
| jeweler adds: “We give four watches to local graduates 
'each year. Of course, this is not directly to get their 
school jewelry business, but it is to secure the school busi- 
ness in general.” 

Although the class ring business is generally associated 
with high schools, there are many other educational insti- 
tutions that make use of class rings or pins—colleges, 
business schools, hospitals (having nurses’ training school), 
parochial schools, private schools, military academies are 
some of them. Fraternal orders and various types of 
clubs, athletic and otherwise, often use rings and pins. 
Once you have worked out a sales plan for your high 
school, it can be used with success for all of these other 
markets. Also, you can sell the school medals for its 
athletic events; the boys on the basket and football teams 
will all want athletic watch charms. 

It costs a lot to get this school jewelry business, a lot 
in real thinking, planning and hard work. But it pays. 
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Amendments to Retail Jewelry Code 
(From page 49) 
Master Watchmakers Association of Colorado, Inc. These 
proposals, he said, are the contention of the Affiliated 
Watchmakers and submitted for the purpose of record. 
Asked by Deputy Administrator Carr just whom he rep- 
resented, he said he was president of the United Horo- 
logical Associations of America, composed of about 18,000 
watchmakers, and that he “had full power to act.” Fol- 
lowing are the suggested revisions: 
. I. 

To maintain Article VIII, Section (1), Paragraph (0) for the 
protection of the ultimate consumer, we propose to add to 
Article (5), Section (1) a new paragraph (f). 

“No watchmaker or repairer shall be paid less than $40 
per week of 40 hours.” 


“No junior watchmaker or repairer shall be paid less than 
$25 per week of 40 hours.” 


Il. 


And to further define Article (1) of Definitions, a new para- 
graph (1) and (m). 
“*~WATCHMAKER.’ The term ‘watchmaker’ as _ used 
herein shall mean an employee who has had more than five 
(5) calendar years’ actual bench experience.” 
““TUNIOR.’ The term ‘junior’ as used herein shall mean 
an employee who has had less than five (5) calendar years’ 
actual bench experience.” 


III. 


And further revise Paragraph (j), Section (6), Article (1) 

by concluding with 
“but shall not include any apprentice watchmaker whose 
term of apprenticeship shall be governed by the respective 
State laws pertaining to apprenticeship.” 

When questioned by Deputy Administrator Carr, Mr. 
Foegler admitted $40 to be the high for small-town jewel- 
ers to pay watchmakers, and also that such a price might 
result in throwing many men out of work in small towns. 
He said he had heard from State associations suggesting 
that for towns under 20,000 the pay should be 70 cents 
an hour for 40 hours, and for all overproduction 50 per 
cent, thus assuring the worker of $28. Mr. Foegler said 
the watchmakers do not wish to work overtime, the repair 
shops can handle the overflow, and small towns can send 
watches by mail for repairs. 

Mr. Moynihan said the union objected to the definition 
and wished the term “watchmaker” as used herein to be a 
man who had two years’ experience, and wished the term 
“junior” stricken out altogether. 

Mr. Beardsley, stating that he was interested as a mem- 
ber of the Labor Advisory Board not only in watchmakers 
but in all mechanics employed in retail jewelry stores as 
setters, engravers, polishers, repairers of silverware, etc., 
said that labor was now determined to raise the wage scale 
“in the higher brackets,” and labor was for a 40-hour 
week with $1 an hour minimum. He objected to any 
geographical divisions, claiming that caused nothing but 
trouble. The thousands of men out of work in the watch- 
makers’ trade had, of course, started one-man shops, and 
the only way to avoid this “wrecking the trade” was to 
set a minimum living wage in the industry. 

W. C. Donnelly, vice-president of the National Horo- 
logical Institute of America, answering the remarks of 
Mr. Moynihan, explained clearly what steps a man must 
go through to become a “junior” or a “certified” watch- 
maker. He declared it “impossible to become a certified 
watchmaker in less than five years, because there isn’t any 
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man unless he’s a born genius who can learn to be a watch- 
maker in less than the prescribed five years.” 

Mr. McNeil then read a brief in opposition to the 
amendments proposed by the Master Watchmakers Asso- 
ciation of Colorado. He told of the questionnaire sent to 
the jewelers and the result. 

“The replies to this questionnaire to date,’ he said, “have 
been as follows: 3157 employers employing 11,064 persons voted 
against the adoption of these proposed amendments; 2278 em- 
ployers employing 3311 persons voted in favor of the proposed 
amendments. An analysis of the returns show that the 3157 
employers who voted in the negative employed in their estab- 
lishments 7907 persons besides themselves, and therefore it is safe 
to assume that these employers for the most part actually would 
be affected by these proposed amendments because they give 
employment to watchmakers in their establishments. On the other 
hand, the 2278 employers who replied in the affirmative employ 
only 1033 persons besides themselves, which, from our knowledge 
of the retail jewelry business, indicates they in general represent 
stores in which the owner does his own watch repairing. * * * 

“In response to our statement that letters of comment would 
be appreciated, we are in receipt of 34 letters in the affirmative 
and 447 letters in opposition to these proposed amendments. I 
have these letters with me and will read from a few selected at 
random written from various parts of the country by jewelers 
who have thoughtfully considered this very serious matter. 

“T think it only just to call attention to the fact that, although 
the Council is unanimously against the insertion of these pro- 
visions in the Code, we did not indicate our position upon the 
postal card sent out for fear that we might have been criticized 
for an attempt to influence the vote, and, as a result of taking 
that position, I have been informed on several occasions in 
personal talks with retail jewelers, with traveling men and by 
letter, that retail jewelers were extremely surprised that the men 
making up this National Council, representing the retail jewelry 
trade of the United States, should have such poor judgment as 
to advocate or suggest such modifications as these that are 
proposed.” 

Mr. Krehbill read sample letters received on receipt of 
the postal inquiry referred to by Mr. McNeil, and he 
also brought up the point that this 40-hour week for $40 
for watchmakers would not apply to watch repair shops— 
they would not be included—so that the small retail 
jeweler’s business would go to them, and this might easily 
be regarded as “class legislation.” 

A member of the Labor Advisory Board read a bulletin 
sent out by the “Trade Interests Committee” of New 
York City giving six reasons against the amendments of 
the watchmakers. This bulletin, the Labor Board felt, 

. ; 4 

nullified the 5000 or more replies received by the Jewelry 
Trade Council. Mr. McNeil, however, quickly proved 
that the cards went out early in May, and most of the 
replies were received late in May or early in June, and 
the bulletin was not even sent out until after June 10. 
Mr. McNeil had not seen one of the bulletins and wished 
to state that it was sent out entirely without the Council’s 
knowledge. He said that the unbiased answers that they 
received speak for themselves. 

With no further discussion ot any of the other amend- 
ments, the hearing was closed, and the NRA officials have 
taken the proposed amendments under advisement. 


New AMENDMENTS ADOPTED 


In a report to the members of the retail jewelry trade 
sent out last week, William D. McNeil, chairman of the 
Code Authority, announced that the following amend- 
ments to the Retail Jewelry Code had been approved, 
saying: 

IMPORTANT 


The following modifications of the Code of Fair Competition 











for the Retail Jewelry Trade were officially approved July 20, 
1934: 

Article I, Section 6, Subsection (b) to read as follows: “The 
term ‘professional person’ as used herein shall mean lawyers, 
doctors, nurses, research technicians, advertising specialists and 
other persons engaged in occupations requiring special discipline 
and special attainment, but shall not be applied to skilled crafts- 
men in the retail jewelry trade, such as watchmakers, watch 
repairers and engravers.” 

Article IV, Section 6, is amended by adding thereto the fol- 
lowing provision: “However, in communities where there has 
been an established custom to allow employees an interval of 
longer than one hour for the midday meal such custom may be 
continued on the same basis, provided that in no case shall the 
interval be longer than one and one-half hours; and provided 
further that the approval of the Local Retail Jewelry Trade 
Committee within the local area is first secured, or in the event 
that no such Local Retail Jewelry Trade Committee has been 
authorized within the local area, that the approval of the Na- 
tional Retail Jewelry Trade Council is first secured.” 

Article VIII, Section 1, Subsection (0) to read as follows: 
“No retail jeweler shall advertise to repair, clean, regulate or 
adjust watches or clocks or any part or parts thereof at a mini- 
mum, maximum or uniform price irrespective of the cost of such 
repairs and/or services.” 

The Code of Fair Competition for the Retail Jewelry Trade 
is amended by eliminating therefrom Article VIII, Section 3, 
relating to “Prison-made Goods.” 


Markets for Watches and Sterling and Plated 
Silver Analyzed by Income Levels 


The largest market 


(70 per cent of the total) for watches priced over $25 
is found in families with incomes over $5,000 a year. 
The largest share (32 per cent) of the market for watches 
priced under $25 is in families whose incomes range be- 
tween $3,000 and $5,000, with a share almost as large 
(31 per cent) going to families with incomes between 
$1,000 and $3,000. 

More sterling silverware (39 per cent of the total) is 
sold to families with incomes over $10,000 a year than 
to any other class. But plated silverware is sold mostly 
(41 per cent of the total) to families living on less than 
$3,000. 

This information has been made available to the 
jewelry and silverware industries for the first time in a 
new commodity study just completed by the Columbia 
Broadcasting System. ‘Twelve major industries supplied 
data for this study which analyses the current sales of 20 
different commodities to families whose incomes range 
from over $10,000 a year to under $1,000 a year. All 
the figures were obtained from manufacturers, distribu- 
tors and dealers—the actual sellers of this merchandise— 
by means of a detailed questionnaire asking for the per- 
centages of their total annual sales to each income level. 





Sterling Plated 
Watches Watches Silver- Silver- 
Income Classes Over $25, Under $25, ware, ware, 











by Annual Income Per Cent PerCent PerCent Per Cent 
Class AA— 

Over $10,000......... 30.1 5.7 38.8 12.0 
Class A— 

$5,000-$10,000 ....... 39.7 17.1 30.8 18.8 
Class BB— 

$3,000-$5,000 ........ 20.2 $2.5 21.2 28.0 
Class B and C— 

$1,000-$3,000 ........ 8.6 31.0 8.0 34.5 
Class D— 

Under $1,000 ........ 1.4 13.7 1.2 6.7 

All income classes.. 100.0 100.0 100.0 100.0 





52 


The unique results of this study (Markets in Radio 
Homes, by Income Levels and Price Levels) for the 
jewelry and silverware industries are summarized in 
the accompanying table, which shows the percentage of 
the total markets for watches, sterling and plated silver- 
ware found in each income class: 

This new study is the sequel to “The Vertical Study of 
Radio Ownership,” made by CBS last year with the co- 
operation of the U. S. Census Bureau. This classified 
by income levels the 16,800,000 U. S. families owning 
radios as of Jan. 1, 1933. The publication of “The 
Vertical Study” emphasized the fact that those indus- 
tries for whom it had the most value—industries pro- 
ducing commodities whose purchase price definitely limits 
their market—actually did not know what proportion of 
their own markets lay within each income class ‘Markets 
in Radio Homes” supplies this information specifically for 
the jewelry and silverware industries and ten others. 

A combination of the new figures, with the data of the 
“Vertical Study,” makes it possible to determine exactly 
what per cent of the market for watches and silverware 
is reached by radio. For instance, 80 per cent of the 
entire market for watches over $25 lies in radio homes, 
while 65 per cent of the entire market for watches under 
$25 lies in radio homes. The radio audience represents 
80 per cent of the total market for sterling silverware, 
and 68 per cent of the total market for plated silverware. 


Packages of Diamonds Are Taxable Even Where 
the Price of Separate Stones May Average 
Less Than $25 


WasuincrTon, D. C., July 14.—The Revenue Depart- 
ment has handed down a most important decision in 
regard to the sale of diamonds sold in a lot, wherein the 
price of the individual stones may average less than $25, 
though some of them may be worth more than that sum. 
The Bureau of Internal Revenue’s ruling is in effect that 
the package of diamonds is dutiable at the selling price 
of the entire package and cannot be considered as exempt 
on an average price less than $25. 

The ruling of the Revenue Bureau reads as follows: 

“Section 605 of the Revenue Act of 1932, as 
amended by Section 609 of the Revenue Act of 
1934,” says the Bureau, “imposes a tax equivalent 
of 10 per cent on the sale price of pearls, precious 
and semiprecious stones, and imitations thereof, sold 
by the manufacturer, producer, or importer, on or 
after May 11, 1934, for $25 or more. 

“Small diamonds are often sold in lots for a speci- 
fied price per lot. The average selling price of one 
or more of the diamonds, if sold separately, may be 
$25 or more. The question is raised whether sales 
by lot in such cases are subject to tax. 

“The law imposes the tax on the price ($25 or 
more) for which pearls, precious and semiprecious 
stones, and imitations thereof, are sold. If sold by 
lot for $25 or more the tax attaches to the price for 
which the lot is sold. The average price per diamond 
may not be used as the basis for determining whether 
the sale is taxable. 

“Under the provisions of the law the separate sale 
of any diamond or diamonds for less than $25 is, of 
course, not subject to the tax.” 
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Standards for “Gold Filled” and 
“Rolled Gold Plate” 


Manufacturers May Not Sell Articles Made Before the Adoption of 
Regulations That Do Not Comply With the Standards—Retailers Have 
Until Jan. 1, 1935 to Get Rid of This Old Stock—Watch Cases Not Included 


Since the publication 
in the July issue of THE JEWELERS’ CircULAR (page 47) 
of the fact that the retailers now may have until Jan. 1, 
next, to sell old “gold filled” and “rolled gold plate” 
articles, questions have come from all sections of the 
country asking the features of the new standard for gold- 
covered articles. The standard was adopted after a num- 
ber of conferences last year, but was completed at a 
conference held between representatives of the jewelry 
trade and the representatives of the Bureau of Standards 
at Washington, Sept. 21. It went into effect Jan. 1 of 
this year after the standard had been approved by a large 
majority of the jewelry industry. 

This standard, which is now known as Commercial 
Standard CS47-34, covers all gold-covered articles of 
jewelry except watch cases. The word “gold” includes 
an alloy of not less than 10K fineness; the word “gold 
filled” shall be stamped only on articles having a gold 
covering of 10K or more and at least 1/20th in thickness. 
An article marked “rolled gold plate” shall have a plat- 
ing of 10 karats or better. In any marks on “gold filled” 
or “rolled gold plate” the fraction showing the proportion 
of gold shall precede the fineness description of the karat, 
and that the denomination of the fraction shall always 
be in multiples of five. No articles having a gold coating 
of less than 10K shall have applied to it any quality mark. 
Every article having a quality mark using the word “gold 
filled” or “rolled gold plate” must also have this mark 
accompanied immediately by the name or a trademark 
duly applied for or registered under the United States of 
the manufacturer or seller of such articles. 

For the manufacturing of articles marked “gold filled” 
and “rolled gold plate” the standard became effective 
Jan. 1, but the manufacturer, wholesaler and retailer who 
held old stock made prior to the standard and which did 
not conform thereto were given until July 1 to dispose of 
their stock to the public. At the application of the Ameri- 
can National Retail Jewelers Association, the effective 
date for clearance of retail jewelers’ stocks (not marked 
in conformity with Commercial Standard CS47-34) was 
recently extended to Jan. 1, 1935, but no further sales of 
such articles by manufacturers were permitted after July 
1, last. 

The section of the new Commercial Standard CS47-34 
covering quality marks reads: 


QUALITY MARKS 


7. The quality mark “gold filled” and/or “rolled gold plate,” 
shall refer to articles made of base metal upon one or more 
sides or surfaces of which base metal there is affixed by solder- 
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ing, brazing, welding, or other mechanical means, a sheet or 
sheets or shell of karat gold, produced by alloying fine gold 
with other metals, said sheet or sheets or shell of gold being 
rolled or drawn or pressed to the marked weight ratio before 
uniting with the base metal. 

8. “Qualities” for “gold filled” and “rolled gold plate” articles 
other than watch cases shall be designated by and have applied 
thereto marks, which state in terms of fractions and karats the 
correct proportion of the weight of the alloyed gold to the 
weight of the entire metal in such articles and the actual karat 
fineness of the entire gold, thus overing “1/10 12k gold filled,” 
or “1/30 10k rolled gold plate,” as the case may be. “For ex- 
ample 1/10-12 karat gold filled means that the article consists 
of base metal covered on one or more surfaces with a gold 
alloy of 12 karat fineness throughout the gold covering, the said 
covering of gold alloy comprising 1/10 part by weight of the 
entire article exclusive of exemptions as noted in paragraphs 
12 a and 12 b.” 

9. The fraction shall precede the fineness designation in 
every case and the denominator of said fraction shall always 
be a multiple of five. 

10. No article having a gold coating of less than 10 karat 
fineness shall have applied to it any quality mark. No article 
having an alloyed gold content of less than 1/20 shall be marked 
“gold filled.” Articles manufactured in accordance with the 
definitions of paragraph 8, if marked “rolled gold plate” shall 
be preceded by the fraction and the fineness designation, as 
specified in paragraph 9. 


How the New Standard of Gold Filled or - 
Rolled Gold Plate Will Be Enforced 


ProvipENCE, R. I., July 12.—In speaking of the new 
standard for gold-covered articles from his work both as 
executive secretary of the New England Manufacturing 
Jewelers & Silversmiths Association and as a member of 
the standing committee having the application of these 
standards in charge, Edward O. Otis, Jr., of this city, 
said: 

“At a recent meeting of part of the standing committee 
of the United States Commercial Standard for gold- 
covered articles (other than watch cases), it was agreed 
that retailers and wholesalers should have an additional 
six months for moving stocks of this type of product 
marked other than in accordance with the standard, and 
that the limit for such removal for manufacturers should 
remain as of July 1, 1934. As you know, they have had 
six months to get rid of their stock marked otherwise than 
in accordance with the standard. 

We have had many complaints under the Code with 
reference to incorrect marking of goods, but up until 
July 1 the manufacturers escaped litigation under the six 
months’ tolerance mentioned above. Now, however, every 
product of manufacturers of this nature is being checked 








carefully by the trade, and I have been authorized to take 
immediate action on any complaint coming to the Code 
Authority for assay to determine quality and correctness 
of marking. 

“The standard adopted by the jewelry industry must 
prevail. When the terms ‘rolled gold plate’ and ‘gold 
filled’ are used, they must be preceded by the correct 
fraction and the correct karat quality mark, and in addi- 
tion to that, the term ‘gold filled’ cannot be used on qual- 
ities less than 1/20 10K gold. It would also be a viola- 
tion after the tolerance period allowed distributors, 
described above, for the retailers to incorrectly card such 
merchandise, and I think that the Retail Code Authority 
would support us in prosecuting such violations on the 
part of retailers, as I believe this is covered in the retailers’ 
code. 

“Certain manufacturers who feel that their trade name 
alone is sufficient are using that without any mention of 
quality, such as ‘ Quality,’ etc. We are, however, 
encouraging manufacturers to mark according to the 
standard, and I believe eventually we can so perfect the 
standard methods of making and marking that it will be 
absolutely necessary for all manufacturers to correctly 
mark their goods. 

“T find that there is beginning to creep into use names 
for marking gold-covered articles other than the four 
terms used in the Stamping Act, and it is the general 
policy of the Code Authority to try to discourage the 
introduction of terms other than the terms used in this 
Act. 

“I am glad to say that our Code Authority is actively 
at work and making very real progress in getting compli- 
ance, and the future looks extremely hopeful.” 





Wholesaler’s Stock Not Covered in Exemption for 
Retailers Under Standard CS47-34 


WasHINGTON, D. C., July 20.—Speaking of the new 
regulation for the marking of gold filled and rolled gold 
plate articles (other than watchcases) under the new 
standard CS47-34, I. J. Fairchild, chief of Division of 
Trade Standards, sent circular letters, June 15, to mem- 
bers of the retail jewelry industry. He called attention 
to the fact that the retailers had until Jan. 1 as the effec- 
tive date for clearance of their stocks not marked in 
conformity with the new standard. 

In speaking of this extension, Mr. Fairchild said today 
that the extension of time does not apply to jobbers or 
wholesalers who have not as a group asked for any addi- 
tional time for clearance of their stocks. 


Explains Court Decision on Insurance Covered by 
Jewelers’ Block Policy 


New York, July 18, 1934. 
Editor of The Jewelers’ Circular: 


As a constant reader of your valued publication, I wish 
to refer to your article entitled “important decision on 
insurance covered by Jewelers’ block policy rendered by 
New York Court” appearing on page 33 of your July 
issue, which has been widely read in the trade, and on 
which we have had no end of inquiries. 
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We have examined the record and briefs on the appeal, 
and deem it proper to call to your attention, that the 
appeal was from a motion made by the insurance company, 
for summary judgment. That is, the company contended 
that the court should dispose of the case on affidavits, and 
without a trial. 

Neither the Judge before whom the motion was made, 
nor the Appellate Division, wrote any opinion on the point 
relating to the exception clause. ‘The decision was not 
in favor of the jeweler, as is stated in your account, except 
in the negative way, that the defendant did not recover 
judgment directly on the motion, but a trial must be had, 
Both from the form in which the question arose, and the 
fact that there was no opinion, the tentative ruling is no 
authority for the nullification of the exception clause. 

We think that under the circumstances it is still advis- 
able for assureds, in entrusting jewelry to salesmen or 
others, to do so on the understanding that their Jewelers’ 
Block Policies will not protect them against embezzlement 
or other dishonesty of the bailee, and that they must con- 
vince themselves of the honesty of the bailee, at the peril 
of personal loss. 

In view of the apparent misunderstanding on the part 
of the trade in connection with your article, we have 
thought it advisable to bring this matter to your atten- 
tion, and trust you may find it convenient to publish the 
foregoing in your next issue. 


Very truly yours, 
CHARLES WEINGARTNER. 


Plan Your Sales Campaign Now 
(From page 39) 


information about quality but for low prices on qualities 
definitely established. This practice gained a temporary 
advantage for the buyer. It brought nothing but loss to 
the salesmen who were called in. The net result in most in- 
stances was that the business stayed with the established 
source of supply; very often, however, at a price below the 
cost of production. 

This practice represented a temporary advantage to the 
buyer because it saved him money. Its temporary quality 
lay in the fact that there is no profit to any buyer in 
purchasing below cost and thus helping to destroy his 
sources of supply. 

It represented a definite loss to the competing salesmen 
who were called in, because there is no profit to any sales- 
man in driving the average selling price of his industry 
below the cost of production. 

With the gradual resumption of business this wasteful 
shopping habit is disappearing. There is every indication 
that the buyer is, right now, making definite comparisons 
between sources of supply with the idea of a return to the 
solid and profitable relationship of a few years past. Once 
again he will buy merchandise from salesmen who demand 
a fair profit on their merchandise, but who in return for 
this profit show the buyer how to use the merchandise to 
advantage or help him with his plans to resell it at a profit. 

Statistical reports and other straws in the business 
breeze indicate that the South will lead the country in the 
long sought revival of business. 

Get out your sales ammunition, for fall buying is just 
around the corner. 
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New York Jeweler Defies NRA 


Member of Chas. M. Levy & Son Refuses Contribution to 
Code Authority of the Precious Jewelry Producing 
Industry and Claims He Will Fight Work of 
National Recovery Administration as 
Unconstitutional 


What is claimed to be a clear and direct defiance not 
only of the Code Authority of the Precious Jewelry 
Producing Industry but of the authority of the National 
Recovery Administration is to be found in a letter to the 
former, July 17, sent by Chas. M. Levy & Son, manu- 
facturing jewelers, and signed by Norman C. Norman as 
a partner. Mr. Norman, who was formerly known to the 
jewelry trade under his original name of Norman C. 
Levy, is associated with his father, Charles M. Levy, in 
this firm, and his letter to the Code Authority of the 
Precious Jewelry Producing Industry at 608 Fifth Ave. 


says: 


“We are in receipt this morning of an invoice for $100 for 
a contribution to maintain the code authority in the jewelry 
industry. 

“We do not intend to pay it. In fact, we refuse to pay it. 
We have not at any time signed the code. In fact, we never 
attended any code meetings and had no say as to what the code 
should contain. We have never been notified of any code meet- 
ing or organization. We have never displayed the Blue Eagle. 
As a matter of fact, we would not permit the bird to be hung 
on our wall. 

“We have been in business for over forty-six years. Up to 
the time that Mr. Roosevelt was elected we have successfully 
conducted our jewelry manufacturing business. We did not 
ask for a partnership with Mr. Roosevelt or the new Admin- 
istration. 

“We would not care to have them as partners, as they have 
never invested any money in our business. 

“We intend, as long as our own money is invested in our 
business, to run it on the same high standard as it has been 
run in the past. We absolutely refuse to take any advice or 
dictation from the NRA or any of its employees. We do not 
think that the NRA, which knows nothing about our business, 
can tell us how to run it. 

“Because of the fact that we have never signed away any 
of our rights either by signing the code or the President’s re- 
employment agreement, we maintain each and every one of 
our Constitutional rights. We deny that the Code Authority 
or the Government has the right to assess us for $100 to main- 
tain an organization the principle of which we do not believe 
in, and which we have never joined. 

“You can take this letter as a definite refusal to pay an 
unwarranted exaction of $100 and this firm will spend $1,000 
to fight the payment of this $100. Since we do not display any 
Blue Eagle you cannot order us to give up something we do 
not display. Any further cause of action on your part to com- 
pel us to pay $100 will be resisted by us by maintaining our 
legal rights. 

“Very truly yours, 
“Charles M. Levy & Son, 


“(Signed) Norman C. Norman.” 


The issue and the challenge followed directly after the 
Code Authority had sent assessments to the precious 
jewelry producing industry under the budget which the 
NRA has approved and made a part and parcel of the 
code. That to Messrs. Chas. M. Levy & Son called for 
a contribution of $100 based on the rating of the concern. 
Immediately upon its receipt, Mr. Norman appeared at 
the Code office stating that he would not pay it and that 
the whole matter was unconstitutional. 
secretary, Edward Sumnick, told him to write his objec- 
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tions. He immediately sent to the Code Authority the 
above letter refusing to pay the assessment, saying that 
the firm not only did not want to use the Blue Eagle of 
the NRA but would fight in court any attempt to collect 
the assessment levied. 

‘The matter was immediately turned over to the mem- 
bers of the Code Authority, which is now in charge of 
Walter N. Kahn as vice-chairman in the absence of Chair- 
man Rothschild, who is outside of the country. The whole 
matter was then turned by the committee over to the 
NRA administration at Washington to take proper action 
under the law. 

The firm of Chas. M. Levy & Son, of which Mr. Nor- 
man is a partner, is not to be confused with Chas. M. Levy 
& Son, Inc., 40 W. 48th St., manufacturers of wed- 
ding rings, of which Norman and his father were the orig- 
inal partners, but which was sold out to former employees 
in April, 1933. Of this, Henry Raeburn is president and 
Mrs. Bertha Regenbogen is secretary. Neither Mr. Nor- 
man nor Charles M. Levy are connected therewith. 

Norman C. Norman has been active in the jewelry 
trade for many years in trade movements, usually acting 
“is a Minority in opposition of matters relating to proposed 
stamping and similar propositions advocated by the 
jewelry organizations. Since the advent of the present 
national administration he has openly opposed many of 
the acts in regard to the control of gold, the change of 
the gold standard, the embargo of gold, etc., and has 
participated in litigation to sustain the former clauses in 
regard to the gold values of stocks, bonds, etc. 

His defiance to the NRA is about the first one in which 
a clear-cut issue could be called in the jewelry trade and 
differs from the objections of othefs inasmuch as he does 
not want the Blue Eagle and claims he has never used it, 
although Secretary Sumnick announced that Code Eagle 
31-0294 had been sent to the Levy firm on June 22 and 
had not been returned. 

Mr. Norman, besides his activity as a manufacturing 
jeweler, was also the concessionaire within the manufac- 
turing jewelry trade who had charge of the use of the 
Fink patent for chromium plating, under which he 
granted royalties to many manufacturers of cheap lines in 
the East and elsewhere. 


The New Burgundy Pattern 


The International Silver Co. announces a new pattern in 
Wm. Rogers & Son Silverplate,e BURGUNDY. The pattern is 
aptly named; with its bounteous grape clusters, leaves and 
tendrils, it suggests the halycon days when the Duchy of Bur- 
gundy surpassed even the Court of Louis XI in lavish enter- 
taining. History tells us vivid tales of spacious, beautifully 
decorated banquet halls, sumptuous food and gorgeous services 
in silver and gold; of feasts which lasted for days, with duels 
to the death between courses. 

The thrifty modern hostess has no desire to equal the ex- 
travagance of these banquets, but she does love elegance 
in her dining room and the Burgundy with its deeply embossed 
design, reflects the trend toward richer ornamentation. A new 
feature is the new inexpensive modeled handle knife in the 
Burgundy pattern, while there are three beautiful new prevent- 
tarnish containers supplied without charge with the purchase. 

National advertising in the Saturday Evening Post will tell 
millions of prospects about the Burgundy this fall. The pat- 
tern will be ready for delivery Aug. 1. Customers who see 
it will also buy it from retail jewelers. The International Sil- 
ver Co. controlled distribution policy now affords the retailer 
full protection. 





















































SERVICE 


LATEST TYPE 
INDEX DIAL 


Thin-model, chro- 
mium case _ by 
Wadsworth. Index 
numerals—silvered 
dial — unbreakable 
crystal—heavy de- 
tachable _ pigskin 
straps. Retail, 
$4.00. 







New items 
appeal to the public 
will increase your 
volume and profit! 


ELF 


LADIES' JEWELED 
SPORT WATCH 


Genuine Wadsworth stream- 
line chromium case, etched 
numerals with silvered dial; 
link bracelet, or silk cord as 
illustrated. A smart appear- 
ing but sturdy time piece— 
ideal for sport, class room or 
office. Has a JEWELED 
movement, yet retails at the 
remarkably low price 





of 





JEROME 


MEN'S JEWELED 
Sport Watch 


Also in a streamline Wads- 
worth case in chromium 
plate, available with either 
plain or silvered dial with 
etched gold numerals and 
black hands, or black and 
silvered dial with radium 
numerals and hands. Link 
or strap. A handsome watch 
with good timekeeping qual- 
ities, but retails at only 
$5.00. 





At your jobber’s, or write us. Prices 
slightly higher on the Pacific Coast. 


Watch Division 
THE NEW HAVEN CLOCK CO. 
New Haven; Conn. 


e “ 


that 
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for you to visit the Chase Exhibits 
at the Gift Shows to prepare for 


Fall business. Many new and sal- 
able articles have been added to our 
line of Chromium, Brass and Cop- 
per Products. You'll find among 
them items of rare beauty of design 
—items that range in price from 25¢ 
to $45.00—items that require a 
minimum of your selling effort, yet 
insure a substantial percentage of 


profit on every sale. 


CHASE 
CHICAGO NEW YORE BOSTON 
July 30 to Aug. 10 August 20 to 24 Sept. 10 to 14 

Palmer House Pennsylvania Hotel Statler Hotel 
Rooms 843-4-5-6 Rooms 406A-8A-l0A Room 434 
CHASE BRASS & COPPER CoO. 


Incorporated 
Specialty Sales Division Chase Tower 10 E. 40th St.. New York 
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New Courses of 
Instruction by Mail! 


Course No. 012 Short Course in GEMOLOGY; Dia- 
monds and Other Gems; Precious Metals and 
Jewelry. 


Course No. 018 The SELLING and MERCHANDIS- 
ING of Quality or “luxury” merchandise, espe- 
cially that included in Course No. 012. 


Course No. 014 DISPLAY and PUBLICITY for the 
jeweler, including actual material for semi- 
monthly displays for one year. 


All three courses (or equivalent experience) permit use of this 
Certificate in jeweler’s diamond case. 





THis CERTIFIES THAT 


WILLIAM... FL. ROBINGON....... 


HAS SATISFACTORILY COMPLETED THE GRADUATE REQUIRE- 
MENTS OF THIS SOCIETY AND ALSO ITS ANNUAL CUSTOMER- 
PROTECTION EXAMINATION FOR THE YEAR 1934. 


AMERICAN GEM SOCIETY 


end Gem Merchent No. 32 7 Secretary, Examining 


The Registration Card for which 
your diamond customer looks. 











Write for details. Courses available separately. 


AMERICAN GEM SOCIETY 
555 So. Alexandria St. Los Angeles, Calif. 
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Lose Their Blue Eagle 


Crest Specialty Co., Chicago, Adjudged Guilty of Using the Chain 
Pin Registered With Design Registration by Baer & Wilde Co. 


WasHincTon, D. C., July 12—The 
NRA Compliance Council today denied 
the application of the Crest Specialty Co., 
manufacturers of jewelry with headquar- 
ters in Chicago, for the return of the 
Blue Eagle. The Blue Eagle had recently 
been removed from this company on the 
charge that it had violated the style piracy 
prohibition contained in the Medium and 
Low Priced Jewelry Trade’s Code. A 
rehearing was asked for, and after this 
the NRA Compliance Council today re- 
affirmed its previous decision. 

The Chicago company has appealed 
from the decision. 





This fight with the Crest Specialty Co. 
is in fact a test case, as this was the first 
direct action against a violator and the 
design protection provisions of the Code 
of the Medium and Low Priced Jewelry 
Manufacturing Industry, according to a 
recent announcement by Edward O. Otis, 
Jr., secretary of the Code Authority. 

The Code Authority at Providence 
some time ago received a complaint that 
the Crest Specialty Co., which is at 629 
Washington Blvd., Chicago, had copied 
a cravat pin and chain which had been 
registered with the jewelry trade’s Bu- 
reau for Registration of Design by the 
Baer & Wilde Co. of Attleboro, Mass. 
Application was made on the Chicago 
concern to desist from the using of this 
registered design on the ground that this 
infringement was in violation of the 
Medium and Low Priced Jewelry Code. 
B. B. Manaster, president of the Crest 
Specialty Co., and his attorney claimed 
that the design used was an old one in 
the trade, and though Baer & Wilde had 
been assigned a patent, that it was not 
valid; also that they were not under 
authority of the Code Council in Provi- 
dence. 

The Code Authority took up the matter 
with the National Compliance Council, 
which ordered a hearing to be held at 
Washington on July 2. At this meeting 
neither Mr. Manaster, his firm nor his 
attorney were present, but the action of 
the Code Authority was upheld, and the 
case against the Crest Specialty Co. was 
turned over to the Litigation Division of 
the NRA for proper action. 

On July 3 General Johnson sent a tele- 
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gram to the Crest company telling of the 
complaint, the warnings given them and 
the fact that the Code Authority recom- 
mended the removal of the Blue Eagle on 
the part of the Crest Specialty Co. Gen- 
eral Johnson ordered this complied with 
at once. 

Immediately after this, Mr. Manaster 
and his attorney asked for a rehearing on 
the ground that they had not had an op- 
portunity to appear July 2 and had not 
had an opportunity to prove that the tie 
clip they made was one based on an old 
design. The rehearing was granted and 
held at the NRA Compliance Council in 
Washington July 12, where the matter 
was gone into by the Jewelry Code Coun- 
cil and the defendants, with the result 
that the Crest company was beaten and 
ordered to return the Blue Eagle. 

The Compliance Council agreed to re- 
store the Blue Eagle to the Crest company 
and withdraw the case from the NRA 
Litigation Division when the Code Au- 
thority of the industry certifies that the 
Crest Specialty Co. is in full compliance 
with all provisions of the code. 





ProvipeNce, R. I., July 10.—In an- 
nouncing the result of the above com- 
plaint in Chicago, Mr. Otis indicated 
that the Code Authority has received for 
registration more than 1300 designs, and 
that already the Code Authority has suc- 
ceeded in adjusting more than 50 com- 
plaints. 

According to Mr. Otis, the Design Reg- 
istration Bureau of the industry, acting 
as the agency for the Code Authority in 
administering the design protection pro- 
visions of the Code, has been most effec- 
tive and helpful. It is conducted for the 
Code Authority by the Rhode Island 
School of Design, and registrations are 
made and decisions in cases of alleged 
infringement are rendered by the bu- 
reau’s jury consisting of Royal B. Far- 
num, director of education of the Rhode 
Island School of Design; Sydney A. Rol- 
lings, head of the jewelry department of 
the Rhode Island School of Design, and 
W. E. Brigham, a neutral party. 

Mr. Otis says that the design protection 
provisions of the Code will be adminis- 
tered aggressively, actively and expedi- 
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tiously, and that all cases of alleged in- 
fringement will be acted upon imme- 
diately upon receipt, and that action 
against those whom the Code Authority, 
through the Design Registration Bureau, 
believes are infringing will be rapid. 





Hornell Jeweler Killed as Plane 
Crashes 


Hornett, N. Y.—Merrill S. McHenry, 
a local jeweler, was killed July 1 when 
his motor stalled during a flying exhibi- 
tion. Mr. McHenry was Hornell’s only 
licensed pilot. He jumped from his plane 
just before it crashed into the ground. 

Crowds immediately rushed to the 
scene, and McHenry’s body was taken to 
Hornell Hospital, where it was said he 
probably was killed instantaneously. 

McHenry, with his two brothers, Ed- 
ward and Russell, operated the McHenry 
jewelry store here. 

He is survived by his widow, the for- 
mer Dorothy Crandall, who herself a few 
years ago crashed in a ship in which the 
pilot was killed. Also surviving are his 
4-year-old son, Alan, and his mother, Mrs. 
Elizabeth McHenry. 





New York Salesman Reports Robbery 
of $13,486 in Gems from Dallas 
Hotel Room 


Da.tas, TeEx.—L. M. Rothenberg, New 
York jewelry salesman, on July 5 re- 
ported to police the loss of platinum dia- 
mond jewelry valued at $13,486, stolen 
from his room in the Hotel Adolphus. 
The goods were the property of J. & H. 
Flyer, 37 W. 47th St., New York. A case 
of wrist watch dummies valued at $526 
belonging to Schein & Engel, 170 Broad- 
way, was also taken. 

Mr. Rothenberg stated that he had 
packed his grips preparatory to leaving 
Dallas and left them in his room while 
he went to dinner at 6.30 p. m. On re- 
turning he sent a porter to get the bags 
as the jeweler expected to catch a train. 
The porter came back and reported that 
the door of the room was open and the 
bags containing the jewelry gone. Police 
are working on the theory that entrance 
to the room was obtained by use of a 
skeleton key in the hands of an expe- 
rienced hotel thief. 

The loss was completely covered by 
insurance, it was stated to THE JEWEL- 
ERS’ CIRCULAR by Schein & Engel and by 
J. & H. Flyer. 





Attempt to RobC.P.Goldsmith & Co. Fails 


Bravery of New York Manufacturer and Girl Prevents Seven 


Bandits from Getting Valuable Loot 


At about 10.30 a. m., Wednesday 
morning, July 18, Miss May Gribbin, 
employee of Charles P. Goldsmith & Co., 
jewelry manufacturers, 24-26 W. Thirty- 
sixth St.. New York, heard a scuffle at 
the far end of the main showroom. 
She saw her employer, Mr. Goldsmith, 
wrestling with a man whom they had 
thought to be a customer. Blood was 
streaming from a gash in his head. The 
bandit had a pistol in his hand. Six other 
bandits were in the office and factory. 
Miss Gribbin screamed, rushed to the 
front of the office and rang both elevator 
bells. A workman across the street 
heard her screams and called the police. 
A few minutes later sirens howled along 
Thirty-sixth St. The bandits dropped 
everything and fled to the fire escape 
which led down 12 floors to the street 
level where they made their way through 
a restaurant opening on Thirty-fifth St. 
and escaped. 

Police said that this robbery, if it had 
been successful, would have been one of 
the largest hauls in the history of the 
jewelry trade. Mr. Goldsmith has a 
stock of platinum diamond jewelry in 
excess of $1,000,000 in value. A bag of 
loot left behind contained more than 
$300,000 in set and unset stones, one 
solitaire ring being worth $33,000. A 
careful check showed that not a single 
piece of the entire stock is missing. 

On July 20, the day on which Mr. 
Goldsmith celebrated his 69th birthday, 
he told the story of the attempted hold- 
up to a JEWELERS’ CIRCULAR reporter. 

On Wednesday morning Mr. Gold- 
smith was in the showroom talking to 
Helmut W. Kerl, salesman for the Fried- 
lander Co., 53 W. Twenty-third St., when 
two men, one of whom had purchased a 
ring two weeks previously, came in. 

Miss Gribbin and Miss Victoria Gus- 
dag, employes, were in the room. 
One of the men appeared agitated and 
asked Mr. Goldsmith to give him a drink. 
The jeweler and Kerl walked to the ad- 
joining office to mix a cocktail. At that 
moment Miss Gribbin heard a woman 
scream in one of the other offices. She 
called the names of the other office em- 
ployees. There was no response. No- 
ticing this, the two visitors followed 
Goldsmith and Kern into the next office. 
When the jeweler held out the drink he 
saw that both men had pistols in each 
hand. One of them stuck one of his 
guns in a back pocket and Mr. Gold- 
smith seized this as an opportunity to 
grapple with him, pinning both of the 
bandit’s arms to his side in a bear hug. 
The other bandit struck the jeweler on 
the head with a beer bottle. Then he 
battered him with the butt of his gun 
until he was dazed and bleeding. Kerl 
leaped on the bandit and these two car- 
ried their fight to the showroom. 

Meanwhile, five more bandits had 
gained entrance through the back stairs 
and had bound all the factory employees 





hand and foot, lining the victims up on 
the floor of a small room. 

Miss Gribbin, seeing Mr. Goldsmith’s 
condition, screamed loudly and ran to 
the elevator doors where she rang both 
bells. A gangster followed her, struck 
her on the head and neck, and waited for 
the cars to arrive. Both elevator oper- 
ators were bound and thrown on the 
floor with the other victims. The two 
girls, Mr. Goldsmith and Kerl were 
forced into the same small room. 

A few moments after the alarm Pa- 
trolman Patrick Sullivan was pounding 
on the locked door of the freight ele- 
vator. The seven bandits rushed to the 
fire escape in the rear of the building. 
In their fear of capture a bag in which 
they had stuffed all the loot they had 
had time to take, was dropped in the 
front entrance hall, where it was later 
kicked around by several policemen until 
its contents were discovered. Sullivan 
burst his way through the elevator door. 
In a few minutes the place was throng- 
ed with uniformed men and detectives. 
They rushed to the fire escape and saw 
employees of McCreery’s motioning 
through the window of the store’s work 
rooms that the bandits had gone down 
the steps. Their escape through a 
restaurant on Thirty-fifth St. was traced. 

A week after the attempted robbery 
occurred Mr. Goldsmith reported that he 
was suffering from concussion of the 
brain as a result of the robber’s blow. 





Credit Jewelers Plan for Big 
Convention 


Cuicaco.—The National Association of 
Credit Jewelers announces that the ad- 
vance reservations for the Eighth An- 
nual Convention and Exhibition to be 
held in Chicago at Hotel Sherman, Sept. 
24 to 28, have broken all previous rec- 
ords. Sixty-three of the largest manu- 
facturers in the jewelry industry have 
completely reserved the 87 exhibition 
spaces available, and the association was 
reluctantly compelled to advise a number 
of applicants that no space would be 
available for them. 

With a large attendance in mind, the 
association is arranging a complete and 
elaborate business program. One full 
day will be devoted to a discussion not 
only of the Retail Jewelry Code, but of 
the several other codes which more or 
less affect the retail jeweler, particularly 
the new Retail Optical Code, which has 
just gone into effect. An effort will be 
made to have Gen. Hugh S. Johnson 
or one of his chief assistants address 
the convention on the general subject of 
the NRA and its Codes, and an invita- 
tion has been extended to Mr. William 
D. McNeil, chairman of the National 
Retail Jewelry Code Authority, to deliver 
an address on the Retail Jewelry Code. 
A similar invitation will be extended to 
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the chairman of the National Retail Op- 
tical Code Authority, and to the chair 
man of the National Wholesale Jewelery 
Code Authority, so that the information 
given to the jewelers in attendance will 
be first hand and authoritative, and this 
should be one of the most interesting 
sessions of the convention. 

Another session will be devoted to ad- 
vertising, merchandising, store display 
and stock and inventory control, all of 
which subjects are of vital importance 
to the retail jeweler, particularly under 
present conditions. 

Special plans are being made for the 
entertainment of the ladies. 

The annual banquet will be held on 
the night of Wednesday, Sept. 26. 





North Carolina Retail Jewelers Hold 
Twenty-ninth Annual Convention 


DurHaM, N. C., July 18—The 29th an- 
nual convention of the North Carolina 
Retail Jewelers Association which con- 
vened here at the Washington Duke 
Hotel on Monday was brought to a close 
last night following the barbecue supper. 

An informal gathering of jewelers 
was scheduled for Sunday evening at 
the hotel and then on Monday morning 
the registration of delegates began and 
the first session of the convention was 
opened at 10 o’clock. The morning was 
devoted to an address of welcome by 
Mayor W. F. Carr, with response by 
Frank W. Selig; the address of President 
Hatcher, the reading of reports and the 
appointment of committees. In the after- 
noon, time was given over to other 
addresses on subjects of interest to the 
retail jewelery trade including discus- 
sion of the retail jewelers code and the 
New Deal in the jewelry industry. The 
speakers included Allison James, tech- 
nical assistant, Retail Code Division and 
Jacob Engel, past president of the Na- 
tional Wholesale Jewelers Association. 

On Tuesday Charles Gause, represent- 
ing the Hamilton Watch Co. discussed 
the new Hamilton zoning policy and 
following an address by W. L. Dowell, 
executive secretary of the North Carolina 
Merchants Association, the convention 
adjourned for lunch. 

The evening session was devoted to 
the business of the association at which 
time the following officers were elected: 
President, Frank Selig, Elizabeth City, 
N. C.; vice-president, Western District, 
Norman Ingle, Salisbury, N. C.; vice- 
president, Central Division, Ernest Nei- 
man, Raleigh, N. C.; vice-president, 
Eastern District, F. Rawls, Clinton, 
N. C.; secretary-treasurer, James Fox, 
Rocky Mount, N. C. and directors, T. D. 
Hatcher, Fayetteville, N. C., and J. G. 
Campen, Edenton, N. C. 

The convention was well attended and 
successful from every standpoint. The 
exhibits on display by manufacturers 
and wholesalers were particularly beau- 
tiful and attracted much attention. 





The Frohman Jewelry Co. has moved 
from 31 E. Fourth St. to 18 W. Seventh 
St., Cincinnati, Ohio. It was at 31 E. 
Fourth St. for 22 years. 
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No Definite Clue to Bandits 


Five Men Who Looted Magnolia Store of Hodgson, Kennard & Co., 


Escape With Jewels 


Boston, July 21.—Police here, in Mag- 
nolia and in other centers have no def- 
inite clue to the five bandits who bound 
and bagged four members of Hodgson, 
Kennard & Co.’s branch shop at Magnolia 
on July 6 and made a clean getaway with 
jewels estimated at $250,000. 

Within the last few days detective in- 
spectors have tracked down several leads, 
and still hold two or three men under 
surveillance, but nothing so far has re- 
sulted in conclusive evidence. 

James H. Parks, of the Boston establish- 
ment, today said that absolutely no trace 
of any kind had been found of the gun- 
men, and that the police have little hope 
to go upon. Business at Hodgson & Ken- 
nard in Magnolia is, as usual, under the 
direction of Charles A. Orcutt. 

The robbery, committed in the early 
forenoon of July 6, was evidently expertly 
planned and ruthlessly carried out. Armed 
with machine guns and automatic pistols, 
five gunmen entered the exclusive shop, 
smashed every showcase and _ stripped 
each of its contents, bound and gagged 
the four members of the firm and made a 
clean getaway. 

It is thought that they might have em- 
ployed a high-speed motorboat in escap- 
ing, for despite the fact that there was 
only a single highway leading to Glouces- 
ter or Manchester, the two automobile 
loads of bandits were not sighted after 
racing down Lexington Ave. 

Those bound and gagged by the bandits 
were: Charles A. Orcutt, manager of the 
shop; Mrs. Ann Orcutt, his wife; Robert 
R. Hodgson, young son of Edgar W. 
Hodgson, proprietor of the business, and 
Jessie Goddard, Negro maid at the shop. 

When the bandits entered the store, 
Mr. Orcutt and the Negro maid were 
there. The bandits leveled their guns, 
and their leader ordered those in the 
shop into the silver display room, a 
slightly raised room at the rear of the 
shop and shut off by curtains. While they 
were binding and gagging their victims, 
Mrs. Orcutt came in the front door. She 
was taken into the silver room and treated 
like the rest. The bandits carried heavy 
clothes line and adhesive tape when they 
entered. 

One bandit stood guard while the others 
looted the shop. First the front display 
window was stripped, and the bandits 
ripped open the back of every showcase, 
smashing the glass where they could not 
force the doors. 

They took practically nothing from the 
stock of silverware, gold articles or 

“watches, confining themselves almost en- 
tirely to precious stones, of which the 
shop carried an inventory of some $250,- 
000. 

Among the jewelry taken were a green 
jade bracelet valued at $12,000; a square- 
cut diamond ring, $8,000; an emerald 
ring, $6,000, and the firm’s entire stock 
of emeralds and sapphires. 

In about ten minutes the shop was 
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Estimated at $250,000 


stripped and the jewels placed in the two 
large traveling b2gs that the bandits had 
brought with them. They warned anyone 
from trying to follow them and sped rap- 
idly away in two high-powered automo- 
biles. 

All possible precautions were taken to 
intercept their flight. On the theory that 
a boat might have been used, the Glouces- 
ter Coast Guard held a seaplane in readi- 
ness to track down any possible clue. The 
speedboats of the Coast Guard and the 
Boston harbor police were also held in 
readiness, and a patrol was sent out to 
intercept a possible flight across Massa- 
chusetts Bay. 

Shotgun squads were stationed at all 
main roads and bridges. Special details 
were sent out, but owing to the number of 
turns and cutbacks in the roads, the ban- 
dits were lost sight of completely, and no 
trace has since been found. 

Hodgson & Kennard have maintained 
a summer shop at Magnolia for the last 
26 years in addition to its main establish- 
ment at the Ritz-Carlton Hotel in Boston. 





According to a newspaper report, the 
following is a partial list of the stolen 
jewelry released at Magnolia on July 6 
by Edgar W. Hodgson of Hodgson, Ken- 
nard & Co.: 

Rings valued at $74,000. Bar pin and 
brooches, valued at $36,136. Bracelets 
stolen, value estimated at $56,394.50. Pen- 
dants valued at approximately $26,932. 
Links and studs valued at $7,106. Mis- 
cellaneous jewelry, valued at $25,409. 
Memorandum goods, valued at $52,337. 

Total $278,752.50—wholesale price. And 
four packages delivered by express late 
July 5. 


Predicts Advance in Price of 
Diamonds 


“The stocks of diamonds on hand both 
in the European markets at Amsterdam 
and Antwerp, and in this country, are 
very small,” says Hugo Prins of the 
firm Maurits Prins N.V., diamond brok- 
ers of Amsterdam and Antwerp, who 
arrived in this country on July 13 on 
the Agquitania for a visit of several 
weeks. Mr. Prins, as buying agent for 
importers in all parts of the world has 
his finger on the pulse of the diamond 
trade and is, therefore, in a position to 
state authoritatively the present status of 
conditions. 

“Therefore, adds Mr. Prins, “it is 
my opinion that barring any unusual 
setback in the business recovery in the 
United States, now going on, prices for 
diamonds should rise. The disinclina- 
tion of diamond merchants in all parts 
of the world in the past to carrying big 
stocks of diamonds will surely be modi- 
fied when the demand grows, and the 
increasing of these stocks in addition to 
such increased demand as will material- 
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ize with improved business condition, 
surely should strengthen the price of 
diamonds.” 

Mr. Prins is accompanied by Mrs. 


Prins, and they are making their home 
during their stay in New York at the 
Waldorf-Astoria. He is using the offices 
of Arnstein Bros. & Co., 608 Fifth Ave., 
as his headquarters. 





Imports of Gems During May 


WasuincTon, D. C., July 18.—Prelim- 
inary statistics of the importations of dia- 
monds, precious and semi-precious stones 
during May, have just been compiled by 
the Bureau of Foreign & Domestic Com- 
merce. As to diamonds, they show the 
total for May to be $995,153 of which the 
value of rough stones is given as $232,543 
and that of cut diamonds $762,610. Rough 
diamonds imported show $89,402 from 
England, $84,456 from Belgium and $27,- 
587 from the Union of South Africa and 
$21,882 from Netherlands. Of the cut 
diamonds imported more than half came 
from Antwerp. 

During the same month, the importa- 
tions of pearls are given as $136,027; 
rough precious and semi-precious stones, 
$279; cut precious stones, $82,222; imita- 
tion gems (except opaque) $57,121 and 
opaque imitations and imitation pearls, 
$2,257. 





June Jewelry Taxes Amount to 
$255,547.61 


WasuincTon, D. C., July 21—Jewelry 
taxes collected in June, 1934, by the 
Bureau of Internal Revenue amounted to 
$255,547.61 compared with $287,636.38 
collected during the same month of 1933. 

The apparent discrepancy of over $32,- 
000 is not at all surprising inasmuch as 
the change in the jewelry tax giving an 
exemption for articles sold less than $25 
went into effect May 11, and the report 
of the Internal Revenue Bureau for June 
covers the actual sales by the jewelry 
trade in May. That is, for the first 11 
days of the month they covered merchan- 
dise sold for more than $3 and for the 
last 20 days for merchandise at $25 or 
more. 

Therefore, no proper comparison can 
be made between the returns of June just 
passed with those of June a year ago. 





Precious Jewelry Producing Industry 
Seeks Termination of Budget 


Exemption 
WasuinctTon, D. C., July 16—The Na- 
tional Recovery Administration today 


announced receipt of a request from the 
Code Authority to the Precious Jewelry 
Producing Industry for termination of 
the exemption conferred in Administra- 
tive Order X-36, whereby a firm is freed 
from the obligation to contribute to the 
expenses of administering any code or 
codes other than the code of the trade 
or industry which embraces the mem- 
ber’s principal line of business. Criti- 
cisms concerning the petition for exemp- 
tion had to be submitted to Deputy Ad- 
ministrator Earle W. Dahlberg prior to 
July 27. 





Plans for A.N.R.J.A. Convention 
at Cincinnati the Week of 
September 10 


CINCINNATI, OHIO—A full day will be 
devoted to Code discussion at the 29th 
Annual Convention of the American Na- 
tional Retail Jewelers’ Association at the 
Netherland Plaza Hotel in this city the 
week of September 10. The everyday 
problems of the retail jeweler will also 
be given careful consideration. Enter- 
tainment plans are already under way. 

The tentative program for the con- 
vention week has been arranged. On 
Monday, Sept. 10, a meeting of the ex- 
ecutive committee will be held at 10 a. m. 
The officers’ conference will be held 
Monday afternoon and the opening ses- 
sion of the convention will take place on 
Monday evening. The evening session 
will embrace addresses of welcome, the 
president’s address, reports of regional 
vice-president and reports of the secre- 
tary and treasurer. An address will be 
delivered by Pierrepont B. Noyes, presi- 
dent of the Oneida Community, Ltd. 
Following the formal program there will 
be a social hour with buffet lunch. 

On Tuesday morning the Code of 
Fair Competition for the Retail Jewelry 
Trade will be discussed under the direc- 
tion of President McNeil. On Tuesday 
afternoon codes of the other branches of 
the industry will be considered. The an- 
nual banquet will be held Tuesday eve- 
ning. 

The program for the balance of Con- 
vention Week has not been definitely set 
up, but already promises of the follow- 
ing speakers to address the convention 
have been secured: 

Henry W. von Unruh, Cincinnati, 
president Ohio Retail Jewelers’ Associa- 
tion, will discuss “Fraternity Jewelry,” 
with special reference to the retail jew- 
eler. 

Stuart H. Lees, Hamilton, Ontario, 
president Canadian Jewelers’ Association. 

C. C. Seghers of the Gruen Watch Co., 
Cincinnati, who will discuss “Jewelry 
Store Merchandising.” 

Louis Goldman of Goldman, Allshouse 
& Healy, attorneys, Chicago, will discuss 
the credit situation from the standpoint 
of the retail jeweler. 

Prof. Frank B. Wade of Indianapolis, 
noted mineralogist and gem expert, will 
give one of his interesting educational 
addresses, illustrated with the stereop- 
ticon. 

Karl T. Finn, manager of the Better 
Business Bureau of Cincinnati, and pres- 
ident of the National Association of Bet- 
ter Business Bureaus, will talk about the 
“Work of the Better Business Bureaus, 
Especially Under Code Operation.” 

Philip P. Gott, manager of the Trade 
Association Department of the Chamber 
of Commerce, U. S. A., will discuss 
“Trade Association Work.” 

Prof. Carl N. Schmalz of the Graduate 
School of Business Administration, Har- 
vard University, will discuss “Research 
Work as Conducted for Nine Years for 
the ANRJA by Harvard, With a For- 
ward Look as to Future Possibilities of 
Such Work.” 





It is also contemplated holding break- 
fast conferences on Tuesday, Wednesday 
and Thursday mornings, with chairmen 
designated to lead discussions. 

At the present writing it is planned to 
close the convention Thursday afternoon 
about 5.30 o’clock. The final sessions, with 
election of officers, will be held Thursday 
afternoon. 

In addition to the entertainment fea- 
tures outlined for Monday and Tuesday 
evenings, the Cincinnati Wholesale Jew- 
elers’ and Manufacturers’ Association is 
planning a splendid entertainment which 
will occupy part of Wednesday afternoon, 
and conclude with dinner and entertain- 
ment at the Zoological Gardens. The 
Cincinnati Committee is also arranging 
for visits to the Taft Museum, the Carew 
Tower and other places. 





Morris Friedberg 


Detroit, July 3—Word was received 
here Monday of the death in Los Angeles 
Sunday of Morris Friedberg, founder of 
the jewelry store which bore his name, 
and nationally known in retail jewelry 
circles. He had been ill six weeks. 

Mr. Friedberg, who was 51 years old, 
founded the Friedberg jewelry store, 1241 
Griswold St., in 1918. His father, Jacob, 
who died three years ago, previously had 
owned a cash jewelry store at Woodward 
and Grand River Aves. When Mr. Fried- 
berg entered the business he expanded it 
and inaugurated the credit business. The 
firm has grown until it now is one of 
the largest credit jewelry stores in the 
country. 

Always active in civic and philan- 
thropic affairs here, Mr. Friedberg had 
served as vice-chairman of the board of 
directors of Keren Heysod, of New York, 
an international Jewish ofganization. 

In 1929 he retired from active partici- 
pation in the firm and moved to Los 
Angeles. 

He is survived by his widow, Bettye; 
a son, William; two daughters, Rachelle 
and Mrs. Evelyn Goldstein, and a sister, 
Mrs. Lillian Rosenthal, whose husband, 
Louis, now manages the business here. 
Funeral services and burial were in Los 
Angeles Monday. 





Imports and Exports of Watches and 
Clocks in May 


WasuincTon, D. C., July 16.—Imports 
of watches during the month of May, as 
reported by the Bureau of Foreign and 
Domestic Commerce, amounted to $258,- 
374, of which $256,631 came from Switzer- 
land. Imports of watch parts during the 
month were $65,044, and of jewels for 
movements, etc., $72,449. 

During the same month we exported 
American watches with jewels of but 
$673; watches without jewels, $3,602, and 
parts of watches valued at $9,459. 

During May we _ shipped jeweled 
watches to Hawaii of $1,068 and but 
$325 to Puerto Rico, and watches without 
jewels to Hawaii of $1,857 and to Puerto 
Rico, $1,924. 

Clock imports during May amounted to 
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$1,611, and clock parts, $2,636. During 
the same month we exported American 
mantel and wall clocks valued at $2,534 
alarm clocks valued at $26,845, and clocks 
and parts except electric clocks of $7,892, 





Approval of Budget for Administering 
Retail Jewelry Trade Code 


Wasuincton, D. C., July 19~—Ap. 
nouncement was made today of the ap. 
proval by the National Recovery Admin- 
istration of the budget of expenses for 
administering the code for the retail 
jewelry trade. The budget amounts to 
$25,648. The basis of contribution, 
previously approved, is $1 per employee, 
paid by the employer. 





Frank Kind 


PHILADELPHIA, July 9.—Frank Kind, pres- 
ident of S. Kind & Sons, jewelers, 1110 
Chestnut St., died July 7 in the Friends’ 
Hospital, Frankford, after a four-year 
illness. He was 61. 

He was born in Philadelphia and edu- 
cated at local public schools. He entered 
the wholesale jewelry business of his 
father, Samuel Kind, on Market St. be- 
low Fifth, in 1888. Eight years later the 
firm moved to 928 Chestnut St. and 
changed to retail trade. On the death of 
his father in 1915, Frank Kind became 
head of the business. He made 33 trips to 
and from Europe and traveled extensively 
in the United States. 

Before his illness he lived at the Hotel 
Majestic and was a member of the Mer- 
cantile Club, the Manufacturers Club, the 
Jewelers Club, the Philmont Country Club 
and was on the board of governors of the 
Jewish Hospital Association. 

He is survived by his two brothers, as- , 
sociates in business, Philip and Oscar. 
The funeral was held today from 1309 N. 
Broad St. 





Sentenced to Federal Prison and 
Fined on Smuggling and 
Conspiracy Charge 


Aaron Goodman, of the Swann Watch 
Co., 42 W. 48th St., New York, was sen- 
tenced to serve a year in the federal 
penitentiary and fined sums aggregating 
$5,200, on July 2 by Judge Murray Hul- 
bert. Goodman had pleaded guilty to a 
charge of smuggling and conspiracy to 
smuggle. 

Wessel Sinning, former baker on the 
German liner, Europa, who brought the 
watches to this country, is now serving a 
term of six months. Goodman was sen- 
tenced on three counts, getting a year 
and $100 fine each on the first two, and 
on the third, charging conspiracy, $5,000 
fine. The prison terms are to be served 
concurrently. 

Goodman’s sentence was one of the 
first ever imposed by Judge Hulbert, 
who was recently appointed to the bench 
and began his service the morning of 
July 2. The case was prosecuted by 


Assistant U. S. Attorney F. W. H. Adams. 
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New York Retail Jewelry Code Author- 
ity Claims Assessments from 
Wholesalers and Manufactur- 
ers Who Sell at Retail 


The Local Retail Jewelry Code Au- 
thority for the New York Metropolitan 
Area has served notice to the trade of 
the stand it is taking on the question 
of retailing by wholesalers and manu- 
facturers by making public a resolution 
recently transmitted to the National Re- 
covery Administration in Washington. 

The resolution asserts that in the met- 
ropolitan district, “hundreds of manu- 
facturers, importers and wholesalers .. . 
compete for consumer business, and the 
percentage of their sales to consumers 
ranges from 10 per cent to 85 per cent 
of their total business.” The resolution 
states that in order to overcome this 
“unfair competition,’ the resolution re- 
quests that the NRA establish by ques- 
tionnaire the amount of merchandise in 
dollar value sold by these concerns for 
resale purposes and also the amount sold 
to consumers. It requests that the NRA 
compel such manufacturers, importers 
and wholesalers to pay an _ equitable 
share of the cost of administering the 
Retail Code, the assessments to be based 
on figures for sales at retail revealed 
by the questionnaires. 

NRA is requested to promulgate an 
order obliging all manufacturers, whole- 
salers and importers who sell to con- 
sumers “to post notice conspicuously in 
their place of business in which such 
consumer sales are made to the effect 
that sales are made at retail to consum- 
ers.” 

This resolution was adopted at a re- 
cent meeting of the New York Code 
Authority and transmitted to National 
Chairman William D. McNeil, who sent 
it to Washington for action by the ad- 
ministration. 





Code Budgets Approved for Precious 
Jewelry Producing Industry and 
Medium and Low Priced Jewelry 

Manufacturing Industry 


WasuincTon, D. C., July 5—National 
Recovery Administrator Hugh S. Johnson 
today announced his approval of a budget 
totaling $32,000 for the expenses of ad- 
ministering the code of fair competition 
for the precious jewelry producing indus- 
try during the period from January 1, 
1934, to December 31, 1934. 

The Administrator also approved the 
following basis of contribution by mem- 
bers of the industry: 


Estimated Capital Assessment 
No estimate given...... $ 5 peryear 
$4,000 and below...... 0 ¢ * 
$4,000 to $15,000....... ws * 
$15,000 to $50,000...... ao 6S 
$50,000 to $150,000..... so 
$150,000 and over...... 1°“ 


National Recovery Administrator John- 
son also announced his approval of a 
budget of $30,000 for the expenses of 
administering the code of fair competi- 
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tion for the Medium and Low Priced 
Jewelry Manufacturing Industry for 1934, 
and approved the following basis of con- 
tribution by members of the industry: 


MANUFACTURERS SCHEDULE 


To and including five employees $10 
per year; up to 10 employees $20 per 
year; to 20 employees $30 per year; to 
30 employees $45 per year; to 50 em- 
ployees $60 per year; to 75 employees 
$75 per year; to 100 employees $100 per 
year; to 125 employees $125 per year; 
to 150 employees $150 per year; to 200 
employees $200 per year; to 250 em- 
ployees $250 per year. 

The Wholesale Dealers Schedule assess 
those with and including 5 employees 
$20 per year; to 10 employees $40 per 
year; to 25 employees $60 per year; to 
50 employees $100 per year; to 75 em- 
ployees $150 per year; to 100 employees 
$200 per year; to 100 employees $250 
per year. 

The new sections of the codes of the 
two industries approved on June 26 last, 
both provide as follows: 


“Each member of the industry shall pay his 
or its equitable contribution to the expenses 
of the maintenance of the Code Authority, 
determined as hereinabove provided, and_sub- 
ject to the rules and regulations pertaining 
thereto issued by the Administrator. Only mem- 
bers of the industry complying with the code 
and contributing to the expenses of its admin- 
istration as herein above provided, shall be 
entitled to participate in the selection of members 
of the Code Authority or to receive the benefits 
of any of its voluntary activities. 

“The Code Authority shall neither incur nor 
pay any obligation in excess of the amount 
thereof as estimated in its approved budget, 
except upon approval of the Administrator; and 
no subsequent budget shall contain any deficiency 
item for expenditures in excess of prior budget 
estimates except those which the Administrator 
hall have so approved. 

“Failure on the part of any member of the 
industry to contribute his or its equitable con- 
tribution to the expense of maintaining the 
Code Authority, determined as herein above pro- 
vided, shall be a violation of this Code, subject 
however to rules and regulations issued by the 
Administrator which perfain hereto.” 





Optical Manufacturing Industry Asks 
Budget of $30,411 


WasuinctTon, D. C., July 12.—The op- 
tical manufacturing industry has _ sub- 
mitted to the National Recovery Admin- 
istration an application for approval of 
its proposed administration budget and 
the basis of contribution. by the indus- 
try. The total budget as applied for is 
$30,411 for the period from Jan. 1 to 
Dec. 31, 1934. 

Basis of contribution is to be a maxi- 
mum assessment of $4 for each employee 
of a member of the industry, payment to 
be divided over four periods. The budget 
includes a salary list of $10,000, office 
expenses of $6,600, general expenses of 
$7,500, legal fees, $3,967.73, and miscella- 
neous expenses of $2,344.01. 





Imports and Exports of Jewelry 
During May 
WasuincrTon, D. C., July 16.—Importa- 
tions of platinum and gold jewelry and 
parts during the month of May are re- 
ported by the Bureau of Foreign and 


Domestic Commerce to have amounted to 
$21,150; silver-plated tableware, house- 
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hold and hospital utilities and hollow 
flatware (except cutlery and jewelry) 
amounted to $50,766, while other silver- 
plated articles amounted to $6,756. 

During the same month we exported no 
fine jewelry of precious metals, but those 
of other cheaper jewelry amounted to 
$41,743. 

Exports of sterling silver amounted to 
$820; of silver-plated ware, $9,593, and 
other articles, including gold and pewter, 
$8,149. 


A Correction 


A statement in the last issue telling of 
the conviction of Morris Kreiswirth on 
the charge that he had received platinum 
and gold stolen from Sigmund Cohn, 54 
Gold St., by an employee of that firm, C. 
L. Prescott, was incorrect, in that it said 
that Kreiswirth was sentenced to one year 
in the State Penitentiary. As a matter 
of fact, we learn that Mr. Kreiswirth had 
admitted that he purchased from Prescott 
the metal claimed to have been stolen, 
offered a plea of petty larceny to the 
Court of General Sessions and immedi- 
ately sentence on him was suspended and 
Mr. Kreiswirth allowed at liberty. 

Prescott who had confessed to stealing 
the metal from Mr. Cohn will plead and 
will come up for sentence on Sept. 10. 





William S. Manheimer 


William S. Manheimer, president of 
Louis Manheimer & Bros., Inc., watch 
wholesalers, 20 W. 47th St., New York, 
died on July 1 at the home of his nephew, 
Bert H. Manheimer, Oak Bluffs, Mass. 
Death came as the result of an attack of 
heart trouble, from which he had been 
suffering for several years. Mr. Man- 
heimer was 66 years old and had retired 
from active business a little over a year 
ago. The remains were brought to New 
York for services at Campbell’s Funeral 
Parlors. Interment was made in the fam- 
ily plot, Rosehill Cemetery, Chicago. 

Born in Indianapolis, Mr. Manheimer 
started in the watch business with his 
brother, Louis Manheimer, who had 
founded the concern which bore his name 
in Chicago in 1885. In 1893 offices were 
opened in New York, William Manheimer 
coming here at that time. In January, 
1923, the New York business was organ- 
ized as a New York corporation under the 
name of Louis Manheimer & Bros., with 
William H. Manheimer as president; 
Bert H. Manheimer, vice-president, and 
Joseph C. Goodman, secretary. 

The deceased was well and widely 
known to the trade, having spent many of 
his earlier years in the industry on the 
road. He played an important part in 
the expansion of the watch business in 
this country, serving the Eastern territory, 
while his brother Louis, who died in 1924, 
was a pioneer in the expansion of this 
branch of the trade in the West. 

Mr. Manheimer never married. He is 
survived by a brother, Edward Man- 
heimer, of the Manheimer Watch Co., 
Inc., Chicago; three nephews, Bert H., 
Arthur E. and Julian Manheimer, and a 
niece, May H. Manheimer. 











ARE YOU 
THE SCHOOL 
JEWELER 
IN YOUR 
COMMUNITY? 


A million boys and 
girls annually are 
prospective custom- 
ers for school jewelry 
and later in life each 
is a prospect for dia- 
mond engagement 
rings, wedding rings, 
watches, silverware 


and gifts. 


The 
Dorst Company 


will help you take advan- 
tage of this opportunity 
of increasing your sales 
and assuring yourself of 
a profitable future by sup- 
plying a 
sample line and cooperat- 


representative 


ing in every way to help 
you sell the schools in 


your community. 


WRITE FOR THE 
DORST SPECIAL SELL- 
ING PLAN —a plan to 
show you how to sell the 
schools in your commu- 
nity and how to get the 


sample line. 


The 
DORST COMPANY 


2100 Reading Rd., 
CINCINNATI, OHIO 














Edward H. Simper 


CINCINNATI, July 14.—Edward H. Sim- 
per, 69, one of the organizers of the 
Greater Cincinnati Retail Jewelers’ Asso- 
ciation, died at his home, 131 W. Nixon 
St., Friday night. He had been ill two 
months and was actively engaged at the 
store at 705 Vine St until that time. 

Mr. Simper founded the retail jewelry 
store at 705 Vine St. in 1887 and never 
changed to another location. The site 
is still being distinguished by a huge 
street clock, being one of three remain- 
ing sidewalk clocks in the downtown dis- 
trict of this city. 

Clifford Simper, a son, became asso- 
ciated with his father 17 years ago and 
worked as a partner for 15 years when 
he acquired the business and will con- 
tinue it at the same location. Clifford 
Simper is secretary of the Greater Cin- 
cinnati Retail Jewelers’ group. 

Mrs. Simper, three daughters and one 
son survive. 





The Leipzig Fall Fair 


Following its time-honored schedule, 
the Leipzig Fall Fair will be held from 
Aug. 26 to 30 inclusive. It is assured that 
the Leipzig Fair will include 7000 exhib- 
its and will attract 100,000 buyers. Vis- 
itors to the fair may accomplish more in 
the five-day session than by months of 
travel to scattered industrial centers. The 
gratifying record of the last Spring fair 
in the number of exhibits and the busi- 
ness transacted will be bettered at the 
Fall fair. 

The Fall fair will include over 400 ex- 
hibits in the arts and crafts exhibits, and 
the leather goods and sports division as 
many more. The glass, ceramics, furni- 
ture and advertising sections will also be 
considerably enlarged. For detailed infor- 
mation concerning the fair address the 
Leipzig Trade Fair, Inc., 10 E. 40th St., 
New York; ask for Booklet No. 40. 





A. W. Bitting 


Wicuira, KANn., July 12—Funeral serv- 
ices for A. W. Bitting, Wichita pioneer 
and head of the A. W. Bitting Jewelry 
Co., a wholesale concern, will be held at 
the Gill mortuary Friday at 10 a. m. Dr. 
Asa Ferry, pastor of the First Presby- 
terian church, will officiate. Interment 
will be in Highland cemetery. 

Mr. Bitting died in a local hospital 
Tuesday afternoon following an illness 
dating from early in June. 





Price of Silver Bars 


a Newly- 
Government New Mined 
London Assav Sell- York Domestic 
Date Official ing Price Official Silver 
Tuly 3.. 2078 49 465% 641% 
July 10.. 205% 48 46% 64% 
Tuly 17.. 20% 4834 46% 64% 
July 24.. 20% 483% 46 64% 


Platinum Prices 


Platinum prices, as of July 24, were 
officially quoted as: 


RE eran a dae 7 Awan kee pate $36.00 

Containing 5% Iria ...ccccccccesccas Gtsnd 

Containing 10% Iridium .............. 38.50 

RAE ASS er rr ree 60.00-65.00 

re er ere rr 23.00-24.00 
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Frederick R. Fish 


New Beprorp, Mass.—Frederick R. 
Fish of 68 Borden St., president and gen- 
eral manager of the Pairpoint Corpora- 
tion for the past seven years, died sud- 
denly early Sunday morning, July=1, of 
heart trouble at his summer home jp 
Eastham. He had been in apparent good 
health up to the hour of his death. 

Mr. Fish was born in Fairhaven 64 
years ago, April 27, 1870. He was the 
son of Nathaniel Pope Fish and Julia 
Keith Fish. Because of the early death of 
his father, he grew up in the home of his 
grandfather, Captain Roland Fish. 

Entering the employment of the Pair- 
point Corporation as a youth, he worked 
in every department. He became a sales- 
man for the company and later superin- 
tendent of the glass department. In Feb- 
ruary, 1927, he succeeded Andrew G, 
Pierce as president. He was well known 
in his manufacturing field. 

Mr. Fish had been a director of the 
First National Bank since 1930, and a 
director of the Nonquitt Mills since 1932. 
He was long an active member of the 
New Bedford Yacht Club, and for a num- 
ber of years was an officer of G Company, 
Naval Brigade, predecessor of the present 
Seventh Fleet Division, U.S.N.R. He was 
active in the S.A.R. and was a 32nd de- 
gree Mason, member of Abraham H. 
Howland Lodge. 

Mrs. Rose M. Fish, his wife, died Sept. 
7, 1930. He leaves two nephews, 











MANUFACTURERS! 
IMPORTERS! 
Do You 


WANT MORE SALES? 


The creation of a new aggressive 
sales organization, headed by the 
chief sales executives of one of the 
largest and oldest manufacturers in 
the jewelry trade, offers an outstand- 
ing opportunity to a manufacturer of 
a product of potential volume which 
can be merchandised through the 
jewelry trade, department stores and 
jobbers. 


This organization has a personnel of 
outstanding ability, possessing ex- 
pert knowledge of promotional mer- 
chandising, and a loyal following 
among the trade in their respective 
territories. 


Only lines that can be sold through 
leading stores can be considered. 


Manufacturers desiring to relieve 
themselves of sales problems and ex- 
pense, or wishing to introduce a 
separate line, will find this of par- 
ticular interest. 


W. A. WHITNEY 


Suite 726 


370 7th Ave. New York 
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NEW YORK: 


Jewelry News of the Metropolitan District 


Pierre Cartier, president of Cartier, 
Inc., Fifth Ave. jewelry house, sailed for 
Paris July 7 on the Ile de France. 


Most & Fogel, Inc., manufacturing gold- 
smiths, 64 W. 48th St., have moved from 
Room 608 to larger quarters on the thir- 
teenth floor, Rooms 1306-1308. 


C. W. Stones, secretary and treasurer 
of Johnson, Matthey & Co., refiners, 15 W. 
47th St., sailed July 6 on the Laconia for 
a month’s visit to his firm’s headquarters 
in London. 


The Horological Society of New York 
held its regular monthly meeting the eve 
of July 4 in the society’s meeting rooms, 
Turn Hall, Eighty-fifth St. and Lexing- 
ton Ave. 


George .4. Wallace, of Jules Racine & 
Co., watch :mporters, 20 W. 47th St., re- 
turned recently to this country after a 
month’s visit to the factory in Chaux-de- 
Fonds, Switzerland. 


Henry Miller of Miller & Veit, 48 W. 
48th St., accompanied by Mrs. Miller, 
sailed on the Champlain July 14 on a 
purchasing trip to the diamond markets 
of Amsterdam and Antwerp. 


Maurice W. Taylor, New York sales 
representative for Abelson & Braun, and 
the Acme Ring Co., Newark concerns, with 
offices at 10 W. 47th St., left July 20 on a 
six weeks’ trip through the Middle West. 


A. W. Mayer, formerly of the firm of 
Kirsch & Mayer, manufacturers of jewelry 
at 64 W. 48th St., announced last month 
the discontinuance of the old firm. Mr. 
Mayer now is continuing in the same line 
under the name of A. W. Mayer & Co., 
Inc., 36 W. 47th St. 


Sam Spizel, well known in the dia- 
mond trade of this country and Europe, 
who is now in business in Antwerp, paid 
a brief visit to New York last month. 
Mr. Spizel, who visited many of his 
friends here, made connections to buy 
abroad diamonds for several American 
firms. 


Harry Stendig, whose premises were 
completely destroyed by fire on Feb. 9, 
has reopened his Economy Watch Repair 
Shop at 3 W. 183rd St., the Bronx. His 
new fixtures are of French walnut, hand- 
carved in the style of the Louis XIV 
period. The fixtures were purchased from 
a jewelry store located in the Ritz Tower. 


Members of the Yonkers Retail Jewel- 
ers’ Association have agreed to close 
every Wednesday afternoon during July 
and August, according to an announce- 
ment made by a committee including 
Charles P. Ward, Octave N. Rosenberg 
and Samuel Woodrow. This action was 
taken to give employees a free half-day 
each week. 
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Max Blitz, retail jeweler at 219 W. 
Thirty-fourth St., was arrested June 22 
on a charge of grand larceny and held 
for the Grand Jury by Magistrate Van 
Amringe. He is charged with having 
failed to return to B. Sonenberg of 170 
Broadway an emerald cut diamond val- 
ued at $825, which he obtained on mem- 
orandum on May 8. Blitz was released 
in $1000 bail. 


Abraham Shapiro, of A. Shapiro & Son, 
10 W. 47th St., is retiring from active 
business and leaving for California the 
first week in August. He has been asso- 
ciated with the jewelry jndustry for the 
past 50 years. The business will be con- 
tinued under the style name of A. Shapiro 
& Son and will be conducted by his son, 
Harry, who has been associated with his 
father for the past 20 years. 


The house of Hoke, Inc., which supplies 
equipment, materials and advice to the 
jewelry trade, has removed its offices to 
122 Fifth Ave., near 18th St., where the 
concern has been able to continue its ser- 
vice without interruption and with better 
facilities to its customers. The concern is 
cooperating with Sam W. Hoke and C. W. 
Hoke of the Jewelers Technical Advice 
Co., which remains at 22 Albany St. 


Max Klein of H. Klein & Fils, 2 W. 
Forty-sixth St., diamond importers, was 
indicted on a charge of grand larceny 
on July 9 following his arrest in June 
after the disappearance of $71,000 in 
gems obtained by him on memorandum 
from several concerns in the trade. At 
a preliminary hearing before Judge 
Rosalsky in Part One of General Ses- 
sions, Klein pleaded not guilty. He was 
held under bail of $25,000. 


Announcement has been made of the 
removal of the store of Henry Astor, 
Inc., for 15 years located at 1466 Third 
Ave., the corner of 83rd St., to new and 
larger quarters at 1512 Third Ave., be- 
tween 85th and 86th Sts. Mr. Astor took 
occupancy during the last week of July. 
The change was made, the jeweler said, 
because of the proximity of the new ad- 
dress to 86th St., important shopping 
thoroughfare of the Yorkville section. 


The watchmaking class of the Central 
School of Business and Arts, 214 E. 42nd 
St., recently paid a visit to the American 
Perfect-Fit Crystal Corp., 653-659 11th 
Ave. Samuel Kerman, manager, explained 
to the students the various operations of 
grinding, shaping and fitting of watch 
crystals of every shape and size. The 
students were instructed as to the names 
of the different crystals, the size classifica- 
tions and the ligne and metric systems. 
The trip was made under the supervision 
of Samuel Bernard, instructor. 


(Turn to page 66) 
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Same Day Service GUARANTEED 


DIAL REFINISHING 


All jobs leave our shop sameday received 


U. $. Watch Dial Mfg. Corp. 


64-66 Nassau 
NEW YORK 











WATCH STRAPS 


We are now supplying quality leather watch 
straps at low prices to the largest jobbers, 
distributors and watch manufacturers. 

Order from us sow and profit by our experi- 
ence. Retailers order thru jobbers. 


WESTERMAN MFG. CO. 
136-140 W. 21st St., New York, N. Y. 











eae WATCH 
1 DIALS. ano cock 
| REFINISHED LIKE NEW 


HIGH GRADE EUROPEAN METHOD 
24 Hour Service 


Write for Price List 


ROYAL DIAL & REFINISHING CO. 
116 Nassau St., New York, N. Y. 
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| 
CHINESE GEMS CO 


JADE INC. | 
Rosequartz Turquoise 
Amethyst Lapis 
Carnelian Crystals 





Stone Ornaments for Lamps 


20 West 47th St., New York 
IMPORTER — WHOLESALER 








Colored Watches 
to Match 
Summer Costumes 


DE FRECE WATCH Co., INC. 


48 West 48th St., New York 








EXPERT REPAIRS 
SI LVERBWARBE 
Greatest Care Given to Heirlooms 
No job too small or too much trouble 


CURRIER & ROBY 7.5, °00.0" 











KENNGOTT BROTHERS 
80 Nassau Street, New York, N. Y. 
JEWELRY REPAIRING and 

SPECIAL ORDER WORK 


Real and Imitation Shell Combs— 
Baby Shocs Metalized— 
Genuine VARNISTARS and VARNICROSSES— 


Prompt Mail Service 

















HAIRSPRINGS 


AMERICAN & SWISS 
HAIRSPRINGS. VIBRATED 


6” +6. 18 «. PLAT... ..... $ .75 
6” to 18 s. BREGUET. . .$1.25 


SWISS HAIRSPRING SERVICE, Inc. 
116 Nassau Street, New York City 


Diamonds, Pearls, Precious; 
Synthetic & Imitation Stones 
§. NATHAN & CO., Ine. 


71-733 Nassau Street, New York 


Orders for Jobbing Stones and Lapidary 
Work Carefully and Promptly Filled 











WHERE TO BUY 





INDESTRUCTIBLE CRYSTALS 
Ay) Guaranteed For 1 Year 
' WILL NOT BREAK, DISCOLOR OR 
{\ FALL OUT 
\y Instrument Glasses Replaced 
Samples and Prices on Request 


XL WATCH CRYSTAL CO. 


206 Broad New York, N. Y. 
‘en wey rel. COrtland 7-9665 








— 











USE 
DIAMOND 
SCHICKSNAPS 


IN GOLD OR PLATINUM 
FOR YOUR 


CULTURED PEARLS 


HARRY C. SCHICK, INC. 
NEWARK, N. J. 
































Cultured Pearls in all Sizes 





or Mounted as Necklaces, Studs, Rings, 
Scarf Pins, Earrings, Pins in Platinum 
or Gold. 


‘“‘The Pearl House’’ Leys. Christie & Co. 


65 Nassau St., New York 





551 Fifth Ave. 


The Gift To Her Fiancé 


THE STAR SAPPHIRE RING 





Gems of Fascination 


LOUIS N. MARX 
New York 


Tel. MUrray Hill 2-8838 





REPAIRING 


mOR, JEWELRY — SILVERWARE 


A}¢ SOLKY BROS., Inc. 


“TS” 442 Fulton St., New York 














DON’T MELT UP 
Your Old Gold and Silver 


Coins before sending them to us for appraisal. 
Moderate Charge. 


COLONIAL COIN CO. 
Expert Numismatists 
505 Fifth Avenue, 


New York 








New York Notes 
(From page 65) 


Samuel W. Swaap, who has been active 
in the formation of the recently organized 
Amsterdam diamond manufacturers’ com- 
bination, sailed for home on the Staten- 
dam on June 29. His stay in this country 
lasted for a little more than a month, 
during which he visited the trade in New 
York and other large centers. While ex- 
pressing a modest desire not to appear 
as prescribing a panacea for the ills of 
the diamond business here, he remarked, 
the day before he left, that in his opinion, 
more diamonds can be sold in the United 
States. 


A Treasury decision of May, 1931, pro- 
viding for an allowance of drawback on 
wrist watches manufactured by Adolphe 
Schwob, Inc., New York City, with the 
use of imported incomplete wrist watches, 
has been amended to provide for the 
manufacture of the above product by 
Adolphe Schwob Sons, Inc., successor to 
Adolphe Schwob, Inc., and has been ex- 
tended to provide for the manufacture 
of watches for exportation with benefit 
of drawback by Adolphe Schwob Sons, 
Inc., with the use of imported watch 
movements. 

According to the Monthly Review of 
business conditions in the New York 
Federal Reserve Bank District, wholesale 
jewelry sales for May, 1934, were 64 
per cent greater than the corresponding 
month of 1933. Stocks were 21.3 per cent 
less than last year. Diamond sales 
showed a decline of 8.4 per cent in May 
from May of 1933, while diamond stocks 
were 14.3 per cent less. The per cent 
of combined jewelry and diamond ac- 
counts outstanding April 30, collected in 
May, 1933, were 20.7 per cent, in May, 
1934, 27.4 per cent. ; 


Adolph Landau, for many years a re- 
tail jeweler in the Bronx, with a store at 
3295 Third Ave., was taken to the Mor- 
risania Hospital July 19, where he died 
on July 26. Mr. Landau had suffered 
ill health from high blood pressure 
and heart trouble for several years. 
After his recent return from a vacation 
at Far Rockaway he underwent a relapse 
due to complications of his ailment. Mr. 
Landau was a past president of the Bronx 
Retail Jewelers Association and was for 
a considerable time chairman of the ex- 
ecutive board of Retail Jewelers Associa- 
tions of New York City. 


More than 75 New Jersey jewelers and 
friends planned to meet at noon Aug. 1 
in the Sunnyside Hotel, Lake Hopatcong, 
N. J., for an all-day outing sponsored by 
the New Jersey Retail Jewelers’ Associa- 
tion. The festivities planned for the day 
include lunch and dinner, refreshments, 
with dancing in the evening. Athletically 
minded jewelers were to have an oppor- 
tunity to swim, row, paddle, play quoits 
and other field games. Fishing, speed- 
boating and canoeing were other features 
of entertainment which were planned. 
Louis Haimann of Morristown was chair- 
man in charge of arrangements. 


The Appellate Division of the Supreme 
Court of New York has granted leave to 
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the Jamaica Auction Galleries, Inc., to 
appeal to the Court of Appeals in the 
matter of the temporary injunction jt 
granted against that concern on June 2}, 
The motion for a stay of the injunction 
was denied. The Jamaica Auction Gal. 
leries, Inc., was enjoined from continuing 
its auction sale on the grounds that “the 
acts of the defendant are violative of the 
law and the provisions of the code of 
fair competition of the retail jewelry 
trade.” In granting the injunction the 
Appellate Division reversed the decision 
of Justice Mitchell May of the Supreme 
Court. The complaint was made against 
the auction house by Harry Gross, retail 
jeweler, of Jamaica and Brooklyn. Tria} 
before the Court of Appeals will probably 
take place some time in October. 

Recent action taken by the Local Re- 
tail Jewelry Code Authority indicates 
the possibility that in the near future the 
entire State of New Jersey may be placed 
under the jurisdiction of that body. A 
communication from H. V. Paul, chair- 
man of the Legislative Committee of the 
New Jersey Retail Jewelers’ Association, 
stated that many of the New Jersey 
jewelers have expressed themselves as 
desiring to have the area administered 
to by the New York Code Authority en- 
larged to include New Jersey. Mr. Paul’s 
letter expressed the wish to have this 
change “accomplished shortly.” At a 
meeting of the Local Authority the mem- 
bers evidenced their willingness to under- 
take administration of the state. It voted 
to consider Mr. Paul’s letter a petition 
of the New Jersey Association and to 
pass the request on to National Code Au- 
thority Wm. D. McNeil for his approval. 
In the event that this change takes place, 
a vice-chairman from New Jersey will 
be elected to the Authority. 


N.R.A Hearing of L. & C. Mayers 
Co. Case 


All branches of the industry await 
with interest the outcome of the hear- 
ings held July 6, 7, and 9, before the 
NRA Compliance Division for the pur- 
pose of establishing the nature of the 
business of L. & C. Mayers Co., Inc., 
545 Fifth Ave., New York—whether it 
is wholesale or retail—and if it is retail, 
whether the concern is operating in viola- 
tion of the retail code. 

The sessions began shortly after 10 
a. m. in the New York offices of the 
NRA at 45 Broadway. The presiding 
officer was Arthur A. Kimball of the 
Fourth Division of the Recovery Admin- 
istration. Norman T. Raymond, assist- 
ant counsel for the Legal Division of 
NRA, and Franklin S. Pollak, counsel 
for the Compliance Division, were pres- 
ent representing the administration. 
Warren D. Perry, chairman, Kenneth I. 
Van Cott, chairman of the Complaints 
Committee, and William Wagner, execu- 
tive secretary of the Local Retail Jewelry 
Code Authority for the New York Metro- 
politan Area, and several other members 
of the Authority attended on behalf of 
the retail jewelers. The L. & C. Mayers 
Co. was represented by Sidney Newborg 
and John C. Gall, attorneys, and on Fri- 
day, the first day of the hearing, three 
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came as an additional 
phalanx of legal talent to bolster the 
Mayers’ defense. _The hearing was 
closed to representatives of the trade 
press. A reporter for THE JEWELERS 
CIRCULAR Was refused entrance on the 
grounds that the investigation was of a 


private nature. 


other lawyers 





Theodore Jospe 


Guen Cove, N. Y.—Theodore Jospe, 
pioneer jeweler on the North Shore of 
Long Island, died here at his home on 
Ellwood St. on July 3 after a long illness. 
He was 65 years old. Funeral services 
were held from the home, with burial in 
Montefiore Cemetery, Queens, July 5. 

When Mr. Jospe opened his store on 
School St. 40 years ago, it was practically 
in the forest. Friends told him he could 
not succeed so far from the village center. 
Today the city of Glen Cove has grown 
to the point where the Jospe establish- 
ment stands in the busiest part of town. 
Mr. Jospe was born in Russia, coming to 
this country when a boy. He first went 
into the jewelry business in Hicksville, 
L. L., settling in Glen Cove five years 
later. . 

Mr. Jospe was one of a committee of 
seven that drew up the city charter for 
Glen Cove. He was president of the 
Board of Education, a director of the 
First National Bank, a director of the 
Neighborhood House, and took an active 
interest in civic affairs. 

Surviving are three children, a daugh- 
ter, Miss Leah Jospe, and two sons, Leon 
and Jacob, who have been associated with 
their father in business and who will con- 
tinue its operation. 


Alfred Soman 


Alfred Soman, for 50 years a well 
known figure in the New York trade, 
died on July 14 in the University Heights 
Hospital after an illness of nine weeks. 
He was 73 years old. Funeral was held 
July 17 at the Riverside Chapel with in- 
terment at Maimonides Cemetery, Brook- 
lyn. Several hundred friends and rela- 
tives attended the services. 

Born in New York, Mr. Soman spent 
his entire life in business for himself in 
the jewelry trade. He was a jobber 
serving many of the finer stores of the 
city and suburban communities. He had 
offices in the quarters of his son-in-law, 
George Schwartz, manufacturing jeweler 
at 106 Fulton St., until about a year 
ago when he retired from business. 

Surviving are his widow, Bertha Soman, 
of 2320 Aqueduct Ave., the Bronx, and 
four children, Julius and Alfred Soman, 
Mrs. George Schwartz and Mrs. Henry 
Shuldener, all of New York. 








* Charles H. Kenaston 


Provipence, R. I., July 17.—Charles H. 
Kenaston, who was associated with the 
manufacturing jewelry industry of this 
city for 55 years, died early this morning 
at his home on Eddy St. after an illness 
of two weeks. He was in his eightieth 
year and had lived in the same house for 
more than 30 years. 

Born in Woodbury, Vt., April 7, 1855, 
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he received his schooling in that commu- 
nity and came to Providence when 14 
years old. He obtained employment as 
an apprentice with the old firm of R. D. 
Horton Co. to learn the solid gold jewelry 
business and, after remaining there for 
19 years, formed a firm of his own under 
the name of Kenaston & Barrows. The 
firm was in existence for a number of 
years. He was later associated with the 
manufacturing jewelry firms of E. L. 
Spencer Co. and Waite & Evans. An en- 
thusiastic yachtsman, he was a member 
of the Washington Park Yacht Club and, 
for several years, was commodore of the 
old Corinthian Yacht Club. He was also 
a member of the New England Order of 
Protection and of Battery B, Rhode Is- 
land National Guard. 

He had three sons in the World War. 
His widow and five sons survive him. 





Graduate Members of American Gem 
Society 


Arizona: Newton Rosenzweig, Phoenix. 

Colorado: Capt. Ted Syman, Denver. 

Illinois: Paul Cohard, Peru; H. A. 
Fischer, Chicago; J. B. Gum, East 
Moline; Earl McBath, Chicago; J. J. 
Ryant, Chicago; F. O. Zeitz, Chicago. 

Indiana: S. P. Claus, Mishawaka. 

Kansas: W. G. Glick, Junction City. 

Maine: Linwood Cross, Portland. 

Massachusetts: Justin DeVylder, Spring- 
field. 

Michigan: Richard M. Pearl, Detroit. 

Minnesota: Karl G. Johnson, Minneap- 
olis. ; 

Montana: Colin L. Christie, Butte. 

New Jersey: T. Harry Goodwin, Tren- 
ton, and Barney Bobek, Little Ferry. 

New York: Richard Van Esselstyn, 
New York City; Samuel R. Zickerman, 
Corona, L. I. 

North Carolina: Harold Seburn, Greens- 
boro. 

Ohio: Basil B. Felts, Cleveland; Ed- 
ward F. Herschede, Cincinnati; John B. 
Hudgeon, Bedford; Earl E. Jones, Cleve- 
land; E. Howard Phillips, Conneaut. 

Oregon: Alvin M. Knudtson, Roseburg. 

Pennsylvania: Eugene O. Muth, Phila- 
delphia. 

Rhode Island: C. Alden Aldrich, Provi- 
dence; F. B. Thurber, Providence. 

South Carolina: G. T. Humphreville, 
Spartanburg. 

Washington: Albert Beck, Walla 
Walla; H. W. Crothers, Aberdeen. 

Wisconsin: H. R. Bloedel, Milwaukee; 
Ellsworth Miller, Green Bay; Edwin E. 
Olson, Milwaukee. 





Mr. and Mrs. Raymond Hay of 
Coshocton, Ohio, have just returned from 
their honeymoon, after an extended cruise 
on the Great Lakes. Their itinerary in- 
cluded various spots in Canada and a 
visit to the World’s Fair in Chicago. 
Mr. Hay is a past president of the Ohio 
Retail Jewelers’ Association and was re- 
cently associated with the Silver Plated 
Hollowware Manufacturers’ Bureau, 
New York City. Mrs. Hay was for- 
merly Miss Miriam Harper, secretary to 
the advertising manager of R. H. Macy 
& Co., Inc., New York City. The Hays 
will reside in Coshocton. 
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An Opportunity 


American with 25 years resident and buy- 
ing experience in the Antwerp and Amster- 
dam diamond markets, a member of the 
Antwerp Diamond Club and Diamond 
Bourse, and a visiting member of the 
Amsterdam Diamond Bourse, desires to 
establish connections to buy for American 
diamond concerns; Bank and important 
business references will prove reliability 
and competency. Address A., 1708, care 
Jewelers’ Circular, 239 W. 39th St., New 
York. 











English Importers of Gablonz 
Imitation Jewelry 


selling to leading distributors in the 
British Isles desire contact with Amer- 
ican Manufacturers. PARTICULARLY 
INTERESTED IN CHEAP AND MEDIUM 
PASTE AND CHROMIUM. Purchase 
basis, not agency. Box D. 48, c/o W. H. 
Smith & Son Ltd., Blackfriars, Man- 
chester, England. 


Hoover White Gold Colder 


for INVISIBLE SEAMS 
ORDER FROM YOUR SUPPLY HOUSE 


HOOVER & STRONG, Inc. @ 119 W. Tupper Street 
Buffalo, N.Y. @ Gold Refiners and Mfrs. Since 1912 


ATTENTION PAWNBROKERS 


We pay highest CASH Prices for your 


UNREDEEMED WATCHES 


Write us before selling 


PAUL ROSENBERG 


5 South Wabash Avenue, Chicago 


UNREDEEMED 


ELGIN and 
WALTHAM 
WATCHES 


oO Face 
7 Jewel, 16 Size 


$4.00 


(With new White 


Fancy Engraved 
Case.) 
Same in 15-Jewel 
$5.00 

















Same in 17-Jewel 
$6.00 





Same in 12 size, T-EOE: wccccce $4.00 

with a_ beautiful i 2S-Jewel. cccccse 5.00 

Fancy Silver Dial 17-JewEE cccccce 00 
Also 


fine unredeemed Railroad 
Watches similarly priced. 


25% with order, balance C. O. D. 
Write for our New 1934 Circular 


PAUL ROSENBERG 


Suecessor te Lew & Rosenberg 
5 South Wabash Avenue, Chicago 
A RRR REE IN 











: WHERE TO BUY 





DINIKS 


ie 


STREET BOSTON 





BENNETT 


FOR 


EARWIRES 


Largest Selection 
in the Trade 


T. 8S. BENNETT FINDINGS CO., INC. 
161 Dorrance St. Providence, R. I. 








EUREKA MFG. 
TAUNTON, MASS. 
Vakers of 
SILVERWARE BAGS AND ROLLS 


approved and used by 
Leading Manutacturers and Retailers 


CO. 


Samples ow Request 





I ANCHESTER 


COMPANY 


RHODE ISLAND 


SILVER 


* PROVIDENCE 









MARSH BUCKLES 


Tie Clips and Sets 
By The Makers of 


Tongue Tyed Bracelets 


“MARSH ‘ive: 


ATTLEBORO, MASS 








THE JEWELERS’ CIRCULAR 
is the ONLY Jewelry publication 
a member of the A.B.C. 


guaranteeing paid circulation 











Watcu ATTACHMENTS 











WHERE TO BUY : 














Ask Your Wholesaler for 


KESTENMADE 
WATCH STRAPS 


All styles and materials 


KESTENMAN BROS. MFG. CO. 


Providence, R. lI. 























PROVIDENCE: 


Happenings in the New England Territory 


Joseph Pezzullo, 28 Atwood Ave., 
Johnston, R. I., is owner of the Star 
Novelty Co., 101 Sabin St., this city. , 


J. H. Couto, retail jeweler, has re- 
moved from 31 Manton Ave. to new and 
larger quarters, 49 Olneyville Square. 


George Briggs of the Screw Machine 
Products Corporation of Providence has 
been appointed by NRA Administrator 
Johnson, a member of the Code Author- 
ity for the National Screw Machine 
Products Manufacturing Industry. 


Anson D. Manning, for 35 years as- 
sociated with the old-time manufacturing 
jewelry concern of Dutee Wilcox Co., 
as salesman and bookkeeper, on June 19 
observed, with his wife, their golden 
wedding at their country home in Bar- 
rington. 


Fred H. Clark, for more than a quar- 
ter of a century superintendent for 
George H. Cahoone & Co., manufactur- 
ing jewelers, died July 7 in his 74th year. 
He retired about ten years ago because 
of failing health. He is survived by his 
widow. 


The Fray Jewelry Co., Providence, has 
been incorporated to conduct a manufac- 
turing jewelry business with an author- 
ized capital of 100 shares of common 
stock of no par value. The incorpo- 
rators are: Samuel A. Hamin and James 
F. Armstrong of Providence, and Nora 
R. McGrath of Edgewood. 


The Curran Manufacturing Co. of 
Providence has been incorporated to con- 
duct a manufacturing jewelry business 
with a capital stock of 100 shares of com- 
mon of no par value. The incorpo- 
rators are: Leon B. Curran and Harold 
W. James of Providence, and Jeannette 
Perrino of Cranston. 


Articles of incorporation have been 
granted to Foley & Dugan, Inc., Provi- 
dence, under the laws of Rhode Island to 
deal in ecclesiastical goods, the capital 
stock being 500 shares of common no par 
value stock. Frederick Whittaker, John 
J. Foley and Earl T. Dugan are the 
incorporators. 


William P. Otis and Fred A. Otis of 
Providence and Isaac B. Lawton of Cen- 
tral Falls are the incorporators of Harvey 
& Otis, Inc., which has been granted a 
charter under the laws of Rhode Island 
to conduct a manufacturing jewelry busi- 
ness with an authorized capital of 600 
shares of common stock of no par value. 


The Rhode Island Summer School in 
Metal Crafts giving a_three-weeks’ 
course of intensive training including all 
processes involved in jewelry, silver, 
copper and pewter work, was conducted 
by Augustus F. Rose, former head of the 
Jewelry and Silversmithing Department 
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of the Rhode Island School of Design, 
the past month. 


A. & B. Mfg. Co., Inc., Providence, has 
been incorporated under Rhode Island 
laws to conduct a manufacturing jewel- 
ers’ findings and supplies business, the 
capital stock consisting of 100 shares of 
common stock with no par value. The 
incorporators are: Charles Asadorian 
and Sayles Gorham of Providence, and 
Zena B. Wilcox, Riverside. 


A chalice and paten, designed and 
executed by the Gorham Co., has been 
presented to the Most Rev. Francis P, 
Keough, D.D., Bishop of the Roman 
Catholic Diocese of Providence, by the 
Daughters of Isabella. Of Keltic design, 
the chalice and paten are of sterling 
silver, heavily plated with 24-karat gold, 
The chalice is jeweled with 18 fine gen- 
uine garnets. 


Antin Burke, proprietor of Burke's 
Jewelry Co., Washington St., this city, 
died July 2 at his home, 127 Prairie Ave., 
this city. He was born in Austria, Oct. 
25, 1871, and came to this country about 
35 years ago. He established his retail 
jewelry businnss 33 years ago which he 
conducted until last November when he 
retired because of failing health. He is 
survived by two daughters, three sons 
and five grandchildren. 


The charter of the Fray Jewelry Co. 
has been amended and the style now is 
Thomas McGrath, Inc. The business of 
Thomas McGrath and the Fray Jewelry 
Co. are both now carried on by the subject 
corporation. There will be no changes in 
the policy of the management or the line 
of business engaged in. The change in 
the corporate name is attributable to the 
death of Thomas McGrath in December, 
1933. Mr. McGrath had been inactive in 
the business for the past four years, dur- 
ing which time the business has been un- 
der the supervision of Mr. Hamin, who 
will continue to direct its policies. 


Henry J. Berlesph, for many years 
identified with the jewelry industry as 
foreman, salesman and manufacturer, 
died at his home in East Providence, July 
16. He was born in New York City 77 
years ago and was educated in the public 
schools there. On leaving school he went 
to work in a jewelry factory there and 
spent his life in that industry until his 
retirement a few years ago. He came to 
Providence in 1890 and for five years was 
a foreman for Ostby & Barton Co., and 
the next three years foreman for George 
H. Cahoone & Co. In 1898 he became a 
manufacturer of jewelry, but after eight 
years discontinued business for himself 
and for several years following was 
salesman for the J. J. White Mfg. Co. 
and the Fischer Mfg. Co. of this city. 
He is survived by a son and two daugh- 
ters. 
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ALFRED HUMBERT & SON 
DIAMONDS 
WEDDING RINGS 


turers of the Best tn Wedding 
Monn os for Nearly a Century 


117 So. 10th St. Philadelphia 





HYMAN N. CAPLAN 
ESTABLISHED 1916 
MANUFACTURING JEWELER 
SPECIAL ORDER WORK & REPAIRING 
FRATERNAL JEWELS 

OFFICIAL BADGES 


740 Sansom St. Philadelphia 








BOWMAN 
Technical School 


Courses for Success for 
Watchmakers 
Engravers, Jewelers 
Write for tree book ‘‘Your Future and Our School.” 


JOHN J. BOWMAN, Director 
Bowman Bldg., Lancaster, Pa. 





—as 














en Hl 
BYARD fF. BROGAN 
Manufacturer of Distinctive Diamond 
Mountings and Wedding Rings 


805 Sansom Street Philadelphia 








We are Authorized 
Distributors for 


TELECHRON & REVERE 
Electric Clocks 
INGERSOLL WATCHES 
(Mickey Mouse) 
WESTCLOX PRODUCTS 


JOS. B. BECHTEL & CO., INC. 
' 729 Sansom St., Philadelphia 


We fill orders for these items in the 
rotation as received 








spi College of Horology 


SCHOOL FOR WATCHMAKERS 

JEWELERS AND ENGRAVERS 

Broad and Somerset Streets 
PHILADELPHIA, PA. 














THIMBLES — TIE CLIPS 
IDENTIFICATION WRISTT ETS 





Simons Bros. Company 


269 So. Oth St. Philadelphia 














ALLOYS 
GOLD SOLDERS 
PLATINUM SOLDERS 
Refining of 
Precious Metals 


CLINTON REFINING cO., INC. 
NEWARK, NEW JERS 
91-3 E. Kinney Street Market £5176 
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W. Scott, watchmaker, has opened a 
retail jewelry store in 2450 79th Ave. 

D. W. Douglass, salesman for Fulmer 
& Gibbons, 10th and Sansom Sts., is now 
on an extended trip through the South. 

Louis Sickles, 1015 Chestnut St., has 
been appointed one of the direct factory 
distributors of Cyma watches of Chaux- 
de-Fonds, Switzerland. 


William C. Williams of Williams & 
Waples, 727 Sansom St., has returned to 
his labors after an extended vacation 
spent in Avalon, N. J. 

Louis Schell, who formerly conducted a 
retail jewelry store in this city, is now 
associated with Charles Flinchbough, 
Norwood, Pa. 

Frank Vogel, sales representative for 
Alfred Humbert & Son, 117 S. 10th St., 
will return home Aug. 8 after an ex- 
tended vacation to the Pacific Coast. 

Dan Cupid’s dart made an effective hit 
in the old and well-known wedding ring 
house of Alfred Humbert & Son. Miss 
Marie Lillig of the office force was mar- 
ried June 27 to Arthur O. Foehl. 


David J. Sickles, manager of the 
Youngstown, Ohio, office of Louis Sickles, 
wholesale watches, 1015 Chestnut St., is 
now visiting the home office and will re- 
main until Aug. 15. 

R. Estis, diamond dealer, 727 Sansom 
St., was tendered a surprise party on 
Saturday evening, July 21, on the occa- 
sion of his 37th birthday. Many of his 
friends in the jewelry trade were in 
attendance. 


Christian Starr, well-known retail 
jeweler, 3641 Germantown Ave., passed 
away recently at the age of 58. Funeral 
services were held Thursday afternoon, 
June 28, from his late residence, 7238 N. 
21st St., and interment was made in 
Mount Peace Cemetery. He is survived 
by his widow, a brother and a sister. 


Alfred Bonsal, who many years ago 
conducted a jewelry store in 260 S. 2nd 
St., passed away recently in the German- 
town Hospital in his 94th year. In 1866, 
after serving in the Civil War, he as- 
sumed control of the jewelry store con- 
ducted by his father, Edmund Caleb Bon- 
sal, who incidentally was the first lor- 
gnette chain maker in Philadelphia, with 
a shop at 3rd and Arch Sts. Mr. Bonsal 
is survived by two sons and a daughter. 


Frank Kind, president of S. Kind & 
Sons, 1110 Chestnut St., who died July 7 
after an illness of four years, bequeathed 
$50,000 to the firm’s employees. This sum, 
according to terms of the will, will be 
divided among the employees on a pro 
rata basis. The number of years each 
employee has been with the concern is to 
be multiplied by the amount of pay re- 
ceived each week. The employee’s share 
of the total sum will then be determined 
on a percentage basis. All those employed 
by the firm at the time of Mr. Kind’s 
| death will be eligible to share in the be- 
| quest. The company employs about 80 
| persons. Value of the estate was fixed at 
| approximately $150,000. Bequests of 
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$1,000 each were left three namesakes of 
Mr. Kind, Frank Kind Remy, Frank Kind 
Marshall and Frank Kind Simon. Rela- 
tives, it was said, also were named bene- 
ficiaries, the will providing that the bal- 
ance of the estate is to go to two brothers, 
Oscar and Philip Kind, and to the chil- 
dren of his dead brother, Morris, and to 
the children of his dead sister, Mrs. Clara 
Kohn. 


Members of Sansom Street Business 
Men’s Association Enjoy Outing 


PHILADELPHIA, PA.—The Sansom Street 
Business Men’s Association held its sev- 
enth annual outing and picnic on July 28 
at-Turner’s Country Club, Eddington, Pa. 

The day was devoted to baseball, bath- 
ing, volleyball, golf, tennis and other 
games. An excellent dinner was served 
and an enjoyable day is reported. 

J. M. J. Costello is president; J. B. 
Bechtel, treasurer, and Irwin I. Margolis, 
secretary of the association. 
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FULMER & GIBBONS, INC. 
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HAND-MADE 
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COMPLETE ASSORTMENT OF 
MOUNTINGS 
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OLD GOLD, SILVER, 
PLATINUM BOUGHT 


FILINGS—SW EEPS— 
GOLD FILLED SCRAP 


Jewelers’ Shipments from all parts of the 
U. S. prove our checks satisfy 


Your lot is accurately valued, reported 
same day as received and held intact 
awaiting your OK. 


EMPIRE SMELTING & REFINING CO. 
Metallurgical Chemists 
713 Sansom Street, Phila., Pa. 
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28 E. Madison St. 
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58 E. WASHINGTON ST. 
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A. C. BECKEN Co. 


Wholesale Jewelers 
P.O. Box 1 
29 E. Madison St., Chicago 








A Half Century of Progress 
Jewelry Repairs and Special 
Order Work 
Most Complete Jewelry Shop in U.S.A. 
Our Designer Is at Your Service 
Let Us Modernize Your Old Mountings 
and Diamond Rings 
Send a Sample for Estimate 
Prompt Service 


GRAFFE & STANEK 


29 E. Madison St. Chicago, Ill. 
Established 1879 




















HICAGO: 


Jewelry News Flashes from the Great Central Wes 


O. L. Ashmore, manager of the Ameri- 
can Optical Co., Charlestown, W. Va., 
was a recent visitor at the Chicago office. 


Dr. M. O. Merrill, a Preston (Idaho) 
optometrist, with his family, has been 
paying Chicago a visit and attending the 
Century of Progress. 


Paul H. Samuels, Inc., 55 E. Washing- 
ton St., has engaged in business as a 
manufacturer and will specialize in all 
types of mounted and unmounted plati- 
num jewelry. 


Edward Filhohm, official “greeter” for 
Benj. Allen & Co., spent a month’s vaca- 
tion at Manitowoc, Wis., enjoying the 
lakes and visiting his two sisters who 
live there. 


John Gerve, of the Frohman Jewelry 
Co., Cincinnati, visited friends in Chi- 
cago during July as he was en route to 
Canada for a vacation and fishing trip 
of a month. 


J. H. Spiro, wholesale jeweler of San 
Francisco, called on friends in the trade 
here last month as he and Mrs. Spiro 
were returning home from a business and 
pleasure trip to New York. 


Arthur Oberlander, who has been as- 
sociated as traveling salesman with I. 
Swartz Co. for several years, is now as- 
sociated with Oppenheim & Lossau in a 
similar capacity. 


W. O. Hensley, Kansas City man- 
ager for The Ball Co., ‘spent much of 
July in Chicago filling out the lines for 
his trade in Missouri, Kansas and Okla- 
homa. 


Mrs. Hendricks, formerly and for many 
years jewelry buyer for May & Malone, 
is now associated in a similar capacity 
with the jewelry department of the Fair 
Store. 


At a meeting of the board of directors 
of The Wahl Co., 1800 Roscoe St., held 
recently, Carl W. Priesing, vice-presi- 
dent in charge of sales and advertising, 
was elected a member of the board of 
directors. 


Bonner D. Mason, of the Mason Box 
Co., Attleboro, spent some time in Chi- 
cago recently visiting the Fair and friends 
as a part of his six weeks’ vacation and 
left here to visit his son in Seattle. He 
was accompanied by Mrs. Mason. 


R. W. Bolles, of the Wm. A. Rogers 
division of Oneida community, spent sev- 
eral days in Chicago recently. Mr. Bolles 
has a host of friends here made during 
several years of association with the Chi- 
ago office of Oneida. 


B. C. Allen, of Benj. Allen & Co., ac- 
companied by Mrs. Allen and _ their 
daughter, Mrs. Allen Wilson, sailed from 
New York on July 3 for England where 
they will visit their daughter, Mrs. Oliver 
C. Bryson, in London, whose husband is 
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a major in the flying division of the 
British army. 

Al Ellbogen has never had the reputa. 
tion of “going up into the air” unneces. 
sarily but his friends realized that he did 
so actually at the recent meeting of the 
Chicago Association of Commerce when 
they chose a United Air Line plane for 
the weekly luncheon. Mr. Ellbogen’s 
portrait appears the first in the photo- 
graph taken by the Metropolitan News 
which was circulated in the newspapers, 

Albert B. Allshouse, age 57, well-known 
member of the firm of Goldman, Alls- 
house & Healy, attorneys for the jewelry 
trade here, died suddenly late in June, 
Mr. Allshouse had spent the day at the 
Century of Progress and was on his way 
home when stricken. He had been asgo- 
ciated with the firm for more than 15 
years and had many friends in the trade, 
He is survived by his widow and two 
children, a son and daughter. 

The Juvenile Jewelry Co., wholesalers 
of baby and children’s jewelry exclusive- 
ly, has been incorporated in the State of 
Illinois. The incorporators are R. E. Bei- 
man, M. W. Epstein and R. P. Winsberg. 
The firm specializes in juvenile jewelry 
exclusively and sells wholesale only, un- 
der its own trade-mark, the “Royal- 
Kiddie” line, registered in the United 


States Patent Office. S. D. Epstein is the 
Middle Western representative. The pres- 
ent offices are at 3207 N. Cicero Ave. 


(Turn to page 71) 






<xxaj High Quality Low Prices Quick Service 
Every Dial Guaranteed for One Year 
KIRK-RICH DIAL CORPORATION 
Formerly Pacific Radium Application Co., Ltd. 
330 Allen Bldg. 503 Heyworth Bldg. 
Dallas, Tex. Chicago, II. 


823 Seaboard Bldg. 524 Metropolitan Bldg. 
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J. A. Conn Co. 
NATIONALLY KNOWN 
AUCTIONEERS 


Write—Wire—Phone. We will call on you 
at our expense. Phone: Westlake 274 J1. 
P. O. Box 263, Cleveland, Ohio. 


BEFORE YOU PURCHASE 
| YOUR NEXT 
FIRE INSURANCE POLICY— 











Send for complete information 
on fire and windstorm insurance 
in the Jeweler's Own Company— 


NATIONAL JEWELERS MUTUAL 
FIRE INSURANCE COMPANY 


Neenah, Wisconsin 
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Chicago Notes 
(From page 70) 


A number of fascinating exhibits have 
been arranged by tenants on the fifteenth 
floor of The Merchandise Mart, in con- 
junction with their big Glassware, China 
and Pottery Market of July 30 to Aug. 
11. These will be of wide educational 
scope, and will contribute greatly to the 
interest created by the scores of fine new 
lines on display. Two huge spaces are 
devoted to a series of special displays, 
supplemented by informal, authoritative 


lectures. 


Paul H. Samuels, who has been asso- 
ciated with the diamond and platinum 
business for more than 20 years, has an- 
nounced the launching of a new corpora- 
tion known as Paul H. Samuels, Inc., with 
headquarters in the Pittsfield building, 55 
E. Washington St. The company will 
specialize in all types of mounted and un- 
mounted platinum jewelry. Ed. Hutten, 
also well known in the trade, will be the 
representative on the Pacific Coast with 
headquarters at 220 W. 5th St., Los An- 
geles. 


Announcement was made last month 
that Spaulding-Gorham, Inc., will remove 
from its present location on Michigan 
Ave., at the corner of Van Buren St., to 
new quarters in the Drake Hotel on Michi- 
gan and Lake Shore Drive, early next 
October. The new location will occupy 
both first and second floor space, front- 
ing on Michigan Ave. The first floor 
space will include what is now the Italian 
dining room, drug store and other shops. 
The second floor will be the space now 
used for the hotel’s Lord Nelson dining 
room. The ground floor will have a 
frontage of 140 feet on Michigan Ave. 
Work on the project has started and more 
than $70,000 will be spent in making this 


Where to Buy 


DOMESTIC 
China and Glass 


b 


LENOX 
LENOX, INC. 








LENOX CHINA 
SERVICE PLATES 
DINNERWARE 
NOVELTIES 
Made in America 
Trenton, N. J. 
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Where to Buy 
IMPORTED 
China and Glass 














Spode China 
Since 1770 
Dinnerware, Teaware, and 
Short Lines, carried in New 
York City for immediate 
shipment. 
Corerann & Txomeson. Inc 


206 Fifth Avenue 
New York. NY. 
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the most magnificent jewelry store in 
the country. This announcement came 
only a few weeks after the company 
opened a beautiful branch store in Oak 
Park, Chicago’s largest resident suburb. 
Spaulding & Co. moved to their present 
location from State St. 20 years ago. In 
1929 Gorham, Inc., of New York, was 
merged in that city with Black, Starr & 
Frost and with Spaulding & Co. in Chi- 
cago, the local house becoming Spaulding- 
Gorham, Inc. 





Golden Roosters Enjoy Outing at 
Vernon Country Club 


Cuicaco—The largest attended and 
perhaps the most successful outing in the 
history of the Golden Roosters, of Chi- 
cago, was held at Vernon Country Club 
on June 28. Ninety-one were present for 
lunch and 122 were on hand for dinner. 
It was a day of golf and sports. 

Golf started at 8:30 in the morning and 
the afternoon was devoted to baseball, 
horseshoes and other sports, while those 
who could not stand the hot sun re- 
mained indoors for bridge. 

For the second year the “Buyers” un- 
der the leadership of John Sproehnle 
captured the ball game from the “Ped- 
dlers,” captained by Leonard Goodman. 
The score was 9 to 11 with the result in 
doubt until the last of the ninth inning. 
Batteries were, for the “Peddlers,” Leon- 
ard Goodman and Leonard Lewy, and 
for the “Buyers,” Gordon Petersen and 
Mead Montgomery. Umpires were Bill 
Schlossman and George Gubbins. 

Following dinner the Chanticleer called 
upon Burt Hopper to announce the results 
and award the 75 prizes. Chief among 
the awards were trophies awarded for 
low gross in classes A, B, and C, awarded 
respectively to Gordon Petersen, Charles 
Brown and Charles Ellbogen. The four 
low net prizes were awarded in order 
to Charles Brown, Louis Goldman, Wm. 
Schlossman, and Burt Hopper. First 
prize in horseshoes went to Fred Whit- 
ney and Cliff McLane, with second to 
George Englehardt and Leland Faye. 
Alex Paulsen made the longest drive 
blindfolded. A special prize of an elec- 
tric clock was given to Gus Weinfeld, 
chef of the day. 

One impressive event of the evening 
was when Chanticleer Charles Brown 
called George Gubbins to the head table 
and told him in well-chosen words of the 
high regard in which he is held by his 
fellow Roosters, announced that he had 
been elected an honorary life member of 
the organization and presented him with 
an embossed testimonial of their esteem. 

During the day and evening several 
active and non-resident members were 
inducted into membership. Candidates for 
active membership were: Louis Brigham, 
The Wahl Co.; Albert N. Davis, Ideal 
Mfg. Co.; James Burnes, Hadley Co.; 
Lloyd R. Gear, Art Metal Co.; Jack 
Keenan, Hamilton Watch Co., and G. H. 
Watson, Juergens & Andersen Co. Non- 
resident candidates were: Ross Rainsburg, 
Kansas City; Nelson McCormick, Plain- 
ville Stock Co.; Jack Alberts, Heller-Hope 
Co.; J. T. Brackett, Saart Bros., and Dan 
Childs, Bliss Bros 
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Where to Buy 
IMPORTED 


China and Glass . 


FINEST CRYSTAL 
STEMWARE 


From Sweden and Fint 


AT POPULAR PRICES. 


Stock and Import 


J.H. VENON, Inc. 104 FIFTH AVE. 





THEODORE HAVILAND 


rr a — 


JOHN eADDOCK -y SONS 
English Earthenware 
PEARLCRAFT POTTERY 

in New Pi Stock 








All 
ble ee HAVILAND & ws Inc. 
23rd St. New York 





ROYAL BEYREUTH CHINA 
MYOTT SON & CO. 


L. BERNARDAUD & CO. 
Orders geet ot from 


JUSTIN THARAUD, INC. 
129-131 Fifth Ave., New York, N. Y. 





Wedgwood Ware 


Bone China Dinnerware, Queensware 
Jasper and Black Basalt 
Trade-Mark WEDGWOOD 


Josiah Wedgwood & Sons, Inc. 








160 Fifth Avenue, New York City 





104 Fifth Ave. 


ROYAL DOULTON 


@nglish Bone China and Earthenware 


THOS. WEBB & SONS 
Hand made English Crystal 


IRISH BELLEEK 
The original production 
8. PITCAIRN CORPORATION 
New York, N. Y. 


& CHINA 


Available from New York Stocks 


ROSENTHAL CHINA CORP, 149 5th Ave., New York 


CHINA AND GLASSWARE 
ESPECIALLY FOR JEWELERS 


In stock for immediate delivery. Great 


wh. 











variety of patterns and designs. 


tire your urgent ers. 


PAULA. STRAUB & CO., Importers 
105-107 Fifth Ave. New York 








ROYAL CAULDON and COALPORT 


China and Earthenware 
ROYAL CROWN DERBY CHINA 
Service plates and short lines 
WOOD & SONS EARTHENWARE 
GIBSON & SONS — 


EDWARD BOO 


SHORT LINES—SERVICE PLATES 
Dinnerware from the 
Heinrich & Co. and 
Winterling Factories 
FROM NEW YORK STOCK 


Heinrich and Winterling, Inc. 
49 W. 23rd St. New York, N. Y. 


W. 23rd ST. 
New YORK, WN. Y. 








YOU CAN'T 


THINK 


OF A BETTER 
PLACE TO SEND 
YOUR OLD GOLD 
PLATINUM SILVER 








INFORM THE PUBLIC 
that they can dispose of their 
old gold, silver, etc., at your 
store. 


We will send you 
a neat gold sign 


We Wwy—> 
OID GOLD 
G SINHVIHIR | 


X J) 




















ready to place on your door 
or window, absolutely free. 
It would cost at least $7.00 
to duplicate it. 


EXPERIENCE HAS TAUGHT 


jewelers that DEE service is 
prompt and dependable. 





SHIP DIRECT 
IT PAYS 











We do not employ traveling 
gold buyers. 


T H Oo MA a Ss J. 
DEE « CO. 
PRECIOUS METALS 
REFINERS - MANUFACTURERS 


595 E. WASHINGTON ST. CHICAGO 
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FOR ACCURACY AND 
PROMPT PAYMENT 


send your 


Old Jewelry 


filings and sweeps 


SP yYCO 


SMELTING AND REFINING CO. 
MINNEAPOLIS, MINN. 


A neat window card “We Buy Old Gold” 
is yours for the asking. 

















PLATINUM 


AND 


IRIDIUM-PLATINUM 


IN ALL FORMS TO SUIT 
JEWELERS’ REQUIREMENTS 


ALSO 
Hard Platinum, Palladium 


and 


Special Alloys for all purposes 


Platinum Wedding Rings 
JOHNSON, MATTHEY 


and Company, Inc. 


15 West 47th Street, New York City 
Telephone Bry 9-4645 


We guarantee the purity of all our metals and our customers can 
safely rely on our products being exactly as represented. 
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HOROLOGICAL 
QUESTIONNAIRE 


By 
LESTER B. PRATT 











(Continued from the July issue) 


OW shall we proceed to chamfer the heads of screws 
which we described refinishing in the July instal- 
ment? 


Answer—Assuming that all of the screw heads have 
been properly polished, then we may clean them thor- 


WA 


LU I, Z WY" , 


———— 


SULLLLILAEAMIAEEUTTMATEMUTIEEASIDEIDETLEPEBEPODPEIIPEDEPPDIOPIBIOPETIOETD Oat Obs 


: 
N 
“ 

A. 

= 
: 

: 
ny 
N 
. 
N 
‘ 
‘\ 
. 
ny 
N 
. 
N 
‘ 
‘ 
: 
\ 
s 
ny 
‘ 
: 
. 
~ 
\) 
N 
‘ 
‘ 
. 
ny 
ny 
Ni 
Ni 
N 
N 
. 
N 
‘ 
N 
‘ 
Nii 
‘ 
‘ 
N) 
N} 
‘ 
NI 
‘ 
‘\ 
nN) 
‘ 
N 
N 
N 
Ny 
s 
N 
Wr 
NJ 





Fig. 1 
oughly with benzine and they are ready for chamfering. 
In this case we simply set the spindle at a suitable angle 
so that the lap will grind the corner of the screw head 
slightly. A slight touch of the lap to the screw head will 
usually “corner” the head. They may be polished in the 
same manner, although the fine grinding will usually 
produce a suitable “corner,” and the appearance will be 
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first class, because it is done so sharp and clean. If we 
wish to “corner” the slots of the screw head, we may do 
this with a small Jasper slip. 

When we have the screw heads finished in this manner, 
we should be sure that our screwdrivers are in suitable 
condition before we attempt to replace the screws in the 
movement. All screwdriver blades should be ground flat 
and true on the sides, so that they will fill the screw slots. 
The end of the blades should also be ground square. 
Then, when we insert the blade in the screw slot, there 
will be very little risk of slipping. 


OW shall we proceed to grind tapers and such pieces, 
which require setting the traverse spindle grinder at 
an angle? 


Answer—We will assume that we wish to grind the 
points of 60-degree tapers which have been hardened. 
We often require tapers of various sizes from one-half 
inch in diameter down to three-sixteenths. Such tapers 
give the best service in every way if they are hardened 
and then ground true and smooth. It is a very simple 
matter to grind such tapers, but when we set the traverse 
spindle grinder at an angle of 60 degrees we cannot drive 
a belt directly to the spindle from the countershaft, but 
must carry the belt over pulleys on an idler stand, in 
which case the traverse grinder spindle may be set at any 
required angle, and we may do our grinding just as easily 
as we can do parallel grinding. 


HAT kind of an idler pulley stand will be most 
convenient to use in connection with our traverse 
yrinder ? 


Answer—Some of the idler pulley stands are bulky 
and take up so much room on the bench that they are 
more of a nuisance than a help. A small telescoping idler 
stand that may be attached directly to the traverse grinder 
frame will be found the most convenient type to use. 
Such a stand may be easily made, and we may also use it 
in connection with the original pivot polisher, which will 
be described later on in this series. 





or any material in which these 
metals are contained, with an 
honest return as promptly as 
accurate determinations permit. 


REFINING OF SWEEPINGS OUR SPECIALTY 


T. B. HAGSTOZ & SON 


(Arthur T. Hagstoz) 
REFINERS AND ASSAYERS 
36 Years of Refining Service 


709 SANSOM STREET - PHILADELPHIA, PA. 








IN PHILADELPHIA 


In the Heart of Things 





Sterne one may live gra- 
ciously, yet inexpensively .. . 
where modern luxuries combine 
with friendly hospitality to as- 
sure an enjoyable visit. 


You may properly expect pre- 


: cise, thoughtful service and a 

ne N cuisine that is one of the endur- 

Kaz ing traditions of this world- 
famous hotel. 


BELLEVUE 


f Claude H. Bennett, 
General Manager 
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DON’T BREATHE POLISHING DUST 
LEIMAN BROS. PA 
NEW MODEL 
POLISHING 
DUST COLLECTOR 


LOW IN COST 
EFFICIENT 
POWERFUL 
NOISELESS 


LEIMAN BROS., INC., 
152 CHRISTIE ST., 
NEWARK, N. J. 


LEIMAN BROS. NEW YORK Copp. 
23 WALKER ST. 


MAKERS OF GOOD MACHINERY FOR 45 YEARS 


*“THE PATHWAY TO SUCCESS” 

















STONE SETTING 
ENGRAVING 
BRADLEY POLYTECHNIC INSTITUTE 
SCHOOL OF HOROLOGY 
Dept. C Peoria, Ill. 


WATCHWORK 
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The BEST “BUY”? in 
‘New York HOTELDOM 


{oe of everything 
you desire in a hotel at amaz- 
ingly low rates—perfect location 
in the heart of Times Square... 
adjacent to all theatres .. . New 
York’s newest hotel... extra 
large rooms — large closets — 
comfortable furnishings — wide 
windows assuring an abundance 
of light and air. 


1000 ROOMS 1000 BATHS 
1000 RADIOS 


Rooms from $2.50 a day 
Garage Opposite Hotel 


HOTEL EDISON 


47th Street just West of Broadway 


NEW YORK 
OWNERSHIP MANAGEMENT 
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OW shall we proceed to make the idler pulley 
stand? 


Answer—Referring to Fig. 1, which is a sectional 
view in elevation of our idler pulley stand, 4 is a piece 
of brass tubing, three-eights of an inch in diameter by 
three and one-half inches in length and with quarter-inch 
hole. This is standard tubing and may be obtained of any 
machinist. G is a steel plug about five-eighths of an inch 
in length which may be turned to a drive fit and then 
driven tight into the end of the brass tube, allowing about 
half of the steel plug to project in order to turn it and 
thread it with a % x 40 thread. 

Referring to Fig. 2, shown in the February instalment 
and again herewith, we will observe a small hole which is 
threaded to take the steel plug of our tubing, 4. At the 














2 
































opposite end of the tube we attach a piece of brass rod 
one-quarter of an inch in length. This small piece of rod 
should be placed at right angles to the tube and may be 
hard soldered in place. Then we slot the tube for a dis- 
tance of one and one-half inches and intersect the small 
piece of rod which we have just soldered to the tube. 
The small piece of rod is then threaded 1% x 40 to take 
the knurled thumb screw shown at E. Of course, it is 
understood that half of the rod is threaded and the other 
half bored larger to allow the screw to pass freely. Then 
we make the thumb screw shown at E. This screw may 
be turned from a solid piece of steel (which makes the 
best screw), or it may be simply a steel rod driven into a 
brass disk and then turned to size and threaded. In either 
case, the edge of the screw should be knurled to facilitate 
using. This completes the work on the tube of our idler. 

The part B is a piece of brass rod one-half inch in 
diameter by four and one-half inches in length. A half- 
inch ball is formed at the upper end, then the balance of 
the rod is turned to one-quarter of an inch in diameter to 
fit freely into the tube 4. Then we drill a hole in the 
end of the rod B and tap it to make a % x 40 thread 
screw and also make a knurled thumbscrew, the same 
as-we fitted into the end of the crosspiece on the tube 4. 
Next, at right angles to the rod and through the center 
of the ball, we drill a three-sixteenths hole and fit a steel 
rod about two and one-half inches in length. This steel 
rod will carry the pulleys, which may be made of hard 
rubber, fiber or wood. We made very satisfactory pulleys 
of boxwood. They are one inch in diameter by one- 
quarter of an inch in thickness. They should be fitted with 
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steel centers in order to obtain good bearings. Our first 
step will be to select the material for the pulleys, allow- 
ing plenty of stock for finishing to size. Then we turn 
up steel plugs about three-eighths of-an inch in diameter 
by five-sixteenths of an inch in thickness and drill a one- 
eighth hole through the center. The plugs may be tapered 
slightly so that they will wedge securely into the wooden 
pulleys. Then we bore a hole of suitable size in the pul- 
leys and drive the plugs in place. 

We may easily turn the pulleys to the proper dimen- 
sions if we make a short mandrill to drive in the hole in 
the steel plugs. The mandrill is simply a piece of steel rod 
which may be held in a wire chuck and allow the pulley 
to project from the chuck, just enough to facilitate turning 
on both sides. Then we face the pulleys off on each side 
and turn the belt groove, which should be about 60 de- 
grees. After this work is completed, we may hold the 
pulleys in a bezel chuck and bore out the hole in the steel 
plugs to fit the rod D. The rod D may be held in a wire 
chuck and a small projection raised on the end of the rod. 
This will prevent the pulleys from running off the rod 
at any time when the idler is in use. 

Now, if we wish to make an extra fine idler pulley 
stand, we may harden the rod D and grind it true with 
our traverse grinder and lap the rod dead smooth and 
give it a very fine finish. Also, we may harden the steel 
plugs and lap them to fit the rod securely and. accurately. 
Of course, such a fine job is unnecessary in this case, as 
the pulleys simply act as a belt carrier, and precision is 
not required. However, this fine work may be done if a 
workman wishes to make an extra fine attachment. We 
made our idler pulley stand very carefully, with lapped 
rod and pulley bearings. Its action is perfect, and after 
fifteen years’ use no appreciable wear is apparent. 

We may also polish all parts of the attachment and 
have them nickel plated. Such an attachment will have a 
very beautiful appearance and when it is properly made it 
will last a lifetime. 

(To be continued) 





Watchmakers Certificate Granted by H. I. A. 


Wasuincrton, D. C., July 18.—At a meeting of the 
Examining Board of the Horological Institute of America 
held in this city yesterday, watchmakers certificates were 
granted as follows: 


CERTIFIED WATCHMAKER: 


NAME EMPLOYED BY 
Harry Baker Student at Elgin School Elgin, Ill. 
Leo Nazareth Bohjalian Charles Reiss Co., Inc. New York, N. Y. 
Harold J. March H. C. March Bucklin, Kans. 
Stephen L. Rumreich A. J. Strobel Chanute, Kans. 


Junior WATCHMAKER: 


Raymond Charles Florence Student at Bowman Sch. Carnegie, Pa. 
Carl A. Peters Self lorado Springs, 


Milton R. Shindell 
John F. Walsh 


The following are samples of questions asked in the 
written examinations: 


Colo. 
Seattle, Wash. 


Alden Higlin 
H. R. Strand Ayer, Mass. 


Junior WATCHMAKER: 


1. Name the pallet stones in a watch. 

2. What is meant by a double roller? 

3. How do you remove the hands from a watch when same has a metal 
dial so as to not mar the dial? 


CERTIFIED WATCHMAKER: 
. How do you obtain the flat’ polish on the end of the 


. How would you true up a barrel that runs out of flat? ; 
. In case you find a pitted endstone, how would you remedy it? 


inion leaves? 


who 
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LEES& 
SANDERS 


A British Concern— 
Nearly a Century in 


Business — serving 
the Trade in America 
for 50 years. 


SWEEP 


SMELTERS 
BIRMINGHAM, ENG. 
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Send us your 


OLD GOLD, SILVER, PLATINUM 
Gold Filled ‘Cases, Optical Scrap, Etc. 
Prompt and accurate returns Guaranteed 


4 Generations of Service 
N. L. SHTEINSHLEIFER smerrer « 


78 Bowery, New York City REFINER 














aD 
USE Heke TORCHES 


Standard for 20 years. 
Models for all kinds of work—high grade or novelty manufactur- 
ing and repair. Excellent for melting scrap gold and platinum. 
Inexpensive to aequire, economical to operate. 
We have moved to larger quarters. 
Please note our new address. 








HOKE INCORPORATED, 122 Fifth Ave., New York 
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BrING or Mali. 


OLD GOLD 


Silver, Platinum or other Precious Scrap 
You will receive the VERY HIGHEST market value 
PLUS A 2% BONUS 
We Pay IMMEDIATELY—No Waiting 
Extra SPECIAL— 


We offer very special accommodations and courtesies to 
those who deal with us Exclusively. 





For further information we invite you to call or write 


METROPOLITAN GOLD BUYING & RER. Co, 


20 John St. New York, N. Y. 
Wisconsin 7-2313-4-5-6-7 








PRISMS: 


THEIR USE and EQUIVALENTS 


A book containing a more extended 
knowledge on this branch of re- 
fraction than is contained in works 
on ophthalmology. Price $2.00. 


The Optical Journal and Review 
239 West 39th Street, New York 

















A College Education! 


To Those Who Had None: 
The CERTIFIED GEMOLOGIST course is now 


available to you. It teaches not only the science 
of gems but includes a fundamental education 
in the arts and sciences, physics, chemistry, 
geology, mineralogy, metallography, physiology, 
sociology, ethics, color and design. A complete 
education in subjects more applicable to your 
business than is obtained in any regular college 
course. 


For Those Who Had One: 


The C.G. course offers the opportunity to com- 
plete your education in the specialized subjects 
which assist you to obtain maximum results in 
profit and happiness in your present vocation. 


Establishing a Profession! 











Gemological Institute of America 
3511 West Sixth Street Los Angeles, Calif. 
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OLISHING CLOCK CASE—I would like to polish 

a black Belgian marble clock case. The old case is in 
good condition but needs to have the dullness taken off 
and brightened up. It carries one of these round French 
movements and is a relic of a half century ago. The case 
is about 12 in. long, 6 in. deep and 10 in. wide. There 
is a little carving on the front, but has gold inlay; other- 
wise it is fairly plain, except the usual molded edges seen 


on these cases. (Question No. 4887.) G. W. W. 


Answer—Regarding the marble clock case which you 
have, we would advise that you polish this with tripoli 
powder and water. You can apply the tripoli on a clean 
cloth and keep it just moist. Scratches that are rather 
deep should be given a preliminary rubbing down with 
pumice powder, but if the case is as you say it is and 
requires only a little polishing, you will find the tripoli 
will give you a first-class finish. 


LEANING CLOCKS—Can you give me a satisfac- 
tory way of washing clocks? I use rubber gloves 
and wash them in gas, but the rubber gloves soon split. 


I must use gloves because gas is hard on the skin; it - 


causes it to crack. Do you know a solution to use that 


would be satisfactory? (Question No. 4888.) A. S. 


Answer—We do not believe you will find rubber 
gloves very satisfactory to use in cleaning clocks, as you 
would not be able to use them more than once or twice. 
Some of the gasoline that you have been using is probably 
very hard on your hands, but if you will get naphtha you 
will find that it will be very much better. 


ELTING GOLD—I have scraps of white gold and 
wish to melt together (same as you would any old 
gold) in a bar or plate ingot, but find when in melting 
. white gold with borax and pouring out into ingot, and 
in trying to roll same to thickness required, it cracks. I 
have no trouble with green or yellow gold. 
What I wish to know is that is there anything besides 
borax that I can use in melting metal to keep it from 


breaking in rolling? (Question No. 4889.) A. L. 


Answer—lIn regard to melting your white gold chips, 
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WORKSOP WOES € QUERIES 


they should be properly cleaned and placed in a clean 
crucible and covered with boracic acid. Such a melt 
when properly handled can be rolled down the same as 
new gold, but if there are any filings or any other kind 
of scraps get mixed in with your gold you cannot expect 
to get a good clean ingot that will roll properly. In such 
cases your one recourse will be to refine the gold. White 
gold even at its best is much more troublesome than 
yellow gold. 


RUEING SOLID BALANCE. When a solid bal- 
ance wheel .(met in cheaper watches) is to be cut to 
make a trueing in flat easier 


1. Will the watch change the rate? 
2. Do you advise us to do it, or will it cause some 


other troubles? (Question No. 4890.) I.M.L. 


Answer—Referring to your question in regard to 
cutting the solid balance, the watch will certainly change 
rate if you cut the balance. Naturally, you remove some 
metal, which will make the rate faster. If the arms are 
turned out slightly, this would perhaps make the rate 
slower and counterbalance for the amount of metal that 
was removed. Your one recourse in such cases would be 
to fit a hair spring that would bring the watch to time. 


HARPENING DIAMOND DRILLS—Will you 
kindly publish instructions as to how to sharpen a 
diamond drill? (Question No. 4891). B. A. 


Answer—lIn regard to sharpening diamond drills, we 
do not believe you would have much success with this 
without special equipment. You would need a lap such 
as diamond cutters use and also the machine to carry this 
lap. Diamond powder and olive oil are fed to this lap 
and your drill is held on there until it is drawn to the 
proper surface. However, diamond drills are the same 
as gem stones in regard to grain; and it seems that, unless 
you have experience and were able to determine which 
direction the grain ran, then you would have considerable 
trouble with such work. You will find the address of 
makers of diamond drills in your Jewelers’ Circular, and 
it would be more satisfactory to send such work to them. 

(Turn to page 79) 





“The purity of our gold was recently tested—by fire assay, by 

wet analysis, and by hardness. In all respects it corresponds with 
the Mint’s 1,000 fine gold.” 
That is what a new user of Hoke Refining Instructions 
writes. He is now refining his scrap, old gold purchases, 
filings, etc., in his own plant, following the Hoke Instruc- 
tions on recovering gold, silver, and other precious metals. 
The manufacturing jeweler, small or large, who buys old 
jewelry, rolled gold, dental waste, etc., needs Hoke refining 
instructions. New conditions, new prices, new alloys, all 
demand new refining methods. 


Twenty years of study, research, practice 
and teaching are behind the Hoke methods. 


No technical words to bother you; in addition we reply to your 
questions for a full year if everything is not perfectly plain. 


Write today for free booklet, with prices, terms, etc. 


JEWELERS TECHNICAL ADVICE CO. 


de 2 Whee 4 ite 
SAM W. HOKE, Mgr. C. M. HOKE, Chemist. ~ 
12 years in this building; 20 years this section sine 


22 Albany Street, New York City, N. Y. Efficiency, but without a trace of bumptious- 








ness —friendliness that never has its tongue 








in its cheek. Add to these a livelier tempo 
AUCTIONEER and the endless little luxuries of Philadel- 
phia’s modern hotel—and you have the 


reasons why the travel-wise are now turning 






Who Complies with National Jewelry Code down Chestaet Sirect to Niath. 
My method will liquidate your “What's the point,’ ask they significantly, 
stock into ready cash. If you don’t “in paying the top price?” 
want to close out completely, I will - pees 
sell any amount you desire. You i 1200 
can start anew with plenty of ' OUTSIDE 





money on hand. ROOMS 
Complete stores bought and sold. 


If you have plans let me hear from 

















you. 
Over 20 years of — _ oe. ae 
ful selling. All i iri 
— ate THE BENJAMIN FRANKLIN 
: PHILADELPHIA'S MODERN HOTEL 
— WM. N. JOHNSTON a Street CHESTNUT AND NINTH STREETS 
° ‘ E. LESLIE SEFTON, Managing Director 
Phone Jewelry Auctioneer Sharon, Pa. The Largest Unit in the United Hotels Chain 
































For nearly ninety years we 

have been studying watch ' ow 
and clock oil problems. In _— / 
the light of this long experi- 

ence, we exercise supervision IR IN JD) It © 
over every process, from the 

porpoise fisheries to the fin- 
ished product. Nye’s Oil is ° 
of unvarying high quality. tu ever 4 TOOM 





Hotel Lexington now offers greater value than ever 


before. Every guest has radio, with choice of four 




















programs...AT NO EXTRA CHARGE! 


" ” 
“Sandsteel” and “Inspector Quality Mainsprings This popular new hotel is located in the center 
The Purple Ribbons of Steel, at work in a million watches. 

A Sure Cure for ““Poor Motion” of convenience, 3 blocks from Grand Central Sta- 
Reliable Power Springs for all kinds of watches. tion and within 5 minutes’ walk of the famous Fifth 


Patented. Made in U.S.A. by . 
Avenue stores. 801 rooms, each with radio and 


SANDVIK WATCH SPRING Co. INC. bath. Rates, $3 and up for one person. All Lexing- 


145 Hudson St. New York, N. Y. 





ton restaurants are cooled by refrigerated air. 











Pree | OTRT LEXINGTON 


SINCE 189 
48TH STREET AT LEXINGTON AVENUE * NEW YORE 
NON-TARNISHING 
CHARLES E. ROCHESTER, Manager 


i I 4 \ \ \ El 7 B A¢ ’ Ss dan h| R¢ ) | JI S Direction National Hotel Management Co., Inc., Ralph Hitz, President « Ritz-Carlton, 


Atlantic City, Book-Cadillac, Detroit; Netherland Plaza, Cincinnati; Van Cleve, Dayton 


“L110 Sansom Street Philadelphia, Pa. 
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Workshop Notes 
(From page 77) 


TRIKING CLOCK. I have a Waterbury Atlas 
S rack and pin eight-day striking clock. It will not 
strike right. At 2 o'clock it starts to go wrong. Let me 
know where to look for my trouble. (Question No. 


4892.) F. K. 
Answer—We do not believe that we can give you 
any advice on this problem without making a personal 
examination of the clock. Evidently the striking parts 
have not been put together properly, and it is almost 
impossible to advise what is the trouble without having 


the clock on hand. 


HE best formula for cleaning watches to be used in 
a cleaning machine? The best formula for a dry- 
ing solution to be used in a watch cleaning machine? 


(Question No. 4893.) A. & Co. 


Answer—We are not sure that we can give you the 
best formula for cleaning watches, but the following has 
been used for a number of years and gives very excellent 
results: Oleic acid, 1 oz.; acetone, 2 oz.; C. P. ammonia, 
4 oz.; distilled water, 25 oz. This solution should be 
kept in a glass stopper bottle in order to preserve the 
ammonia gas. If for any reason the ammonia odor gets 
faint, it is a very good idea to add a very small amount 
of ammonia from time to time. 

For a drying solution we find that carbon tetrachloride 
is about'the best that you can use, providing you keep it 
clean. When it becomes dirty or discolored it is best to 
discard it and provide a new solution. 


ss We have been having trouble with 
wrist watch hairsprings collecting oil and gum- 
ming up. The method of cleaning we have been using 
in these cases is to remove the hairspring and reclean 
it in a standard cleaning solution (Zit-Zat), then 
place it in a high-test jewelers’ gasoline (Gas-O-Clenz, 
supplied by the Gulf Company), then a rinse in alcohol 
and dry in sawdust. ‘The above not seeming to be a 
really satisfactory answer, we have been lately trying 
carbon tetrachloride instead of the alcohol, but with no 
greatly improved result. 

For your further information, we will say that we 
have been using Cuypers, Type 1929, for oiling the watch 
escapement, as we have always thought that it was about 
as good as anything available. 

If you can supply us with any information relating to 
improving our method of handling or the materials or 
quality thereof, we will certainly appreciate the favor. 


Answer—We do not believe that there is anything 
especially wrong with your cleaning methods. If you 
use high-test gasoline, there is nothing that is very much 
better for cleaning watches; also, we would prefer carbon 
tetrachloride to alcohol as a drying process. 

The watch oil that you have been using is absolutely 
first-class. The great trouble that you have had with oil 
collecting on the hairsprings is common with the wrist 
watch hairsprings. In most cases this is caused by exces- 
sive oiling, in other words, you get a little too much oil 
around the balanced jewels or in the main spring barrel, 
in time this oil will run out, spread over the plates and 
finally a small speck will get on the hairspring. Please 
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bear in mind that the parts of a wrist watch are very 
much smaller than in the larger watches, incidentally, 
there is very little space separating any of the different 
parts and it is a very simple matter for oil to get on the 
hairsprings in such cases. The very best advice that we 
can offer is to be more careful with your oiling. 





Summer Course in Watchmaking 


ATCHMAKING is, beyond question, one of the 

most essential trades of today. No factor in modern 
living is more important than time. We sleep by the 
clock or watch, work by it, eat by it, play by it. 

It is hardly conceivable that any invention to simplify 
the highly intricate job of keeping time could possibly be 
so simple as to eliminate the need for competent, highly 
skilled service. And it is of course possible that develop- 
ments tending to insure even better, more accurate pacing 
of the fleeting seconds will require still more skilled 
attention. 

Many of our present-day jewelers have been practical 
watch repairers, and many have started with practically 
no other capital except a knowledge of the watchmaking 
trade. Many have made a beginning as repairers without 
goods to sell, renting window space in some other store. 
Their work has made friends for them, and their repair 
customers were ready to become buying customers as soon 
as they had any goods to sell. 

Watchmakers are sought after by many leading houses 
who manufacture fine mechanical instruments, such as 
airplane altimeters, pedometers, speedometers and other 
work of precision, for the reason that watchmakers de- 
velop an extremely fine sense of touch, an extreme con- 
sciousness of accuracy, and the development of the finest 
mechanical workmanship. 

In the education of young men and women to take their 
places in the watchmaking profession, the Central School 
of Business and Arts, 214 E. 42nd St., New York, is 
doing its share. The class in watchmaking is under the 
instruction of Samuel Bernard and is now offering a 
summer course which covers the following work: 


Strip and clean standard time clock with weight, with main- 
spring, with pendulum, with balance wheel; repair continuous 
and intermittent alarms, different striking clocks, quarter 
chimes; fit round and fancy crystals and unbreakables; gauge 
and fit mainsprings and repair mainspring ends; fit and adjust 
hour hands, minute hands and second hands; fit dials, clean 
them; make dial legs; fit crowns, stems and stem sleeves, and 
adjust winding and setting; tighten cannon pinion, independent 
center pinion, safety pinion; strip, clean, assemble and adjust 
watch trains; cement roller jewels and pallet jewels; make 
lever guard pin; perfect escapement action; straighten large 
and small hair springs; shape Breguet overcoil; pin studs and 
collets; straighten balances in the round and in the flat; trans- 
pose balance screws; poise pocket and bracelet balances; fit 
new balance staffs; demagnetize watches and tools; overhaul 
pocket and bracelet watches and time them; discussion of repair 
prices, trade publi¢ations and opportunities. 


Students on completion of subject matter should pass 
successfully the junior watchmakers’ examinations of the 
Horological Institute of America. 





Maier & Berkele, Inc., will open a branch store in 
Savannah, Ga., at 113 Bull St., on or about Oct. 1, with 
Walter W. Metzger, well-known Savannah jeweler, in 
charge as manager, it has been announced by H. A. Maier, 
of Atlanta, president of the concern. 
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Special Notices 


Payable invariably in advance. 

Rates under all headings except 
“Situations wanted” $1.50 for first 25 
words. Additional words, 5c, a word. 

SITUATIONS WANTED 75c. for 
first 25 words. Additional words 5c. a 
word. 

Heavy type, $3.00 for first 25 words. 
Additional words, 10c. a word. 

Name, address, initials.and abbrevi- 
ations count as words, and are charged 
for as part of the advertisement. 

If answers are to be forwarded, 15c. 
extra to cover postage must be en- 
closed. 

Advertising matter addressed to 
Classified advertisers will not be de- 
livered. 

Advertisers who are not subscribers 
should send 25c, if they desire a copy 
of the paper containing their adver- 
tisement. 

Special notice forms close 20th of 
month, 

Unless the advertiser instructs us to 
publish his name and address, all an- 
ewers will be directed care The 
Jewelers’ Circular. 

In answering ads, do not enclose 
original letters of recommendations, 

To avoid unnecessary correspond- 
ence mention your location in the 
advertisement. 


Jewelers Publishing Corporation 
Main Office, 239 W. 39th St., N. Y. 








Situations Wanted. 


Under this heading, 75c. for first 
25 words, Sc. for each additional 
word; minimum charge, 75c. 








CLOCK AND JEWELRY REPAIRER, 
wait on trade, etc. Address G. W. Mar- 
vin, 51 S. Main St., St. Albans, Vt. 





WANTED, POSITION, by good watch- 
maker; 17 years’ store experience. W. 
H. Haines, Gas City, Ind. 





WATCHMAKER, 35; fine, capable, ex- 
pedient; quality reference. Address 
“H., 1720,” care Jewelers’ Circular. 





STENOGRAPHERS, BOOKKEEPERS, 

typists, clerks furnished, no charge. 

Iton Agency, 93 Nassau St., Cort. 
7392, New York. 





HIGH GRADE WATCHMAKER, 35, ex- 
cellent mechanic, available August 15. 
= “W., 1741,” care Jewelers’ Cir- 
cular. 





ENGRAVER, manufacturing jeweler, 
platinum worker and diamond setter; 
best references. Address “E., 1715,” 
care Jewelers’ Circular. 


HUB CUTTER, EXPERT, also capable 
all around man on dies and tools, 
wishes permanent position. Address 
“F., 1716,” care Jewelers’ Circular. 





A-1 WATCHMAKER AND SALESMAN, 
11 years’ experience; age 33; good 
estimator; best references. Address 
“M., 1726,” care Jewelers’ Circular. 





I AM an experienced credit and collec- 
tion manager; would like to locate in 
the East. What have you? Address 
“G., 1765,” care Jewelers’ Circular. 





AS RETAIL SALESMAN I've made 
money for others and am ready to 
perform likewise for you; first class 
references available. Address aes 
1754,” care Jewelers’ Circular. 





WATCHMAKER, JEWELER and en- 
graver, desires permanent position; 22 
years’ experience; best of reference; 
either salary or commission. Address 
Box 656, Tailahassee, Fla. 





FIRST CLASS, all around jeweler, en- 
graver and diamond setter, 20 years’ 
experience, wishes steady position; will 
go anywhere. Address “C., 1739,’’ care 
Jewelers’ Circular. 





DIAMOND SETTER, all types of setting, 
20 yeurs’ experience with three well- 
known concerns; first-class references ; 
will go anywhere. Address “B., 1763,” 
care Jewelers’ Circular. 





EXPERIENCED WATCHMAKER, clock 
and jewelry repairman, desires position 
with reliable firm; best of references. 
ae Dugan, 316 Laurel Ave., Olean, 





YOUNG LADY thoroughly experienced 
in jewelry and semi-precious line de- 
sires to connect with reliable concern : 
best of references. Address “G., 1774" 
care Jewelers’ Circular. . 





SALESMAN with New York City retaj 
following seeks permanent position 
with reliable manufacturing concern: 
ring manufacturer preferred. Addregs 
“E., 1772,” care Jewelers’ Circular, 








FIRST CLASS WATCHMAKER, A-1 
mechanic, 20 years’ experience, desires 
position, New York or vicinity; salary 
$25. Address “K., 1725,” care Jewel- 
ers’ Circular. 


SWISS WATCHMAKER, with several] 
years’ experience, wishes position with 
a good concern; daylight shop pre. 
ferred; will go anywhere; straight sal- 
ary or commission. Address “G., 1625.” 
care Jewelers’ Circular. y 





EXPERIENCED WATCHMAKER wants 
position at once; best of references; 
position must be permanent; 18 years’ 
experience; married; good salesman; 
reasonable salary. Address “O., 1729,” 
care Jewelers’ Circular. 





YOUNG LADY, thoroughly familiar with 
every phase of the watch business, 
American and Swiss; stenographer, 
typist and correspondent; moderate 
salary. Address “E., 1746,’ care Jewel- 
ers’ Circular. 





WATCHMAKER’S HELPER, for past 
three years, young man, 19, able to 
clean watches and clocks; New York 
or vicinity; references; moderate sal- 
ary. Address “H., 1749,” care Jewelers’ 
Circular. 





RETAIL SALESMAN, young man of in- 
teresting capabilities and clean record, 
seeks responsible position in reputable 
establishment handling better class 
trade. Address “P., 1755,” care Jewel- 
ers’ Circular. 





—— 


POSITION WANTED AT ONCE by ex- 
perienced A-1 watchmaker and manu- 
facturing jeweler; can manage store; 
state salary in first letter. Address 
“S., 1733,’ care Jewelers’ Circular. 





CERTIFIED WATCHMAKER wants 
permanent position ; best reference ; own 
tools; single, 25 years of age. What 
have you to offer? Edgar Streetmyer, 
R. R. 4, Lincoln, Ill. 





WiATCHMAKER, married, age 48, know 
my trade, will consider any proposition 
that is promising; talented workman ; 
Golden Rule observed. Write 33 N. 
Church St., Lexington, N. C 





DIAMOND SORTER, young man, 26 
years of age, 10 years of experience 
with one firm; also willing to do 
anything. Address “K., 1768,” care 
Jewelers’ Circular. 





YOUNG BOY, 18, watchmaker’s helper 
for three years, able to clean watches 
and clocks; New York or vicinity; ref- 
erences; moderate salary. Address ‘“‘J., 
1767,” care Jewelers’ Circular. 








SALESMAN, 18 years’ experience, thor- 
ough knowledge; ten years with one 
of South’s largest stores; gilt edge ref- 
erences. Address “K., 1628,”’ care Jewel- 
ers’ Circular. 





MANUFACTURING JEWELER- 
setter, accustomed working fine 
platinum, from designing to finishing, 
desires steady position; best character 
and ability references. Address “D., 
1745,” care Jewelers’ Circular. 





SALESMAN, wholesale or retail, 10 
years’ selling experience, wishes con- 
nection with established firm ; thorough 
knowledge of jewelry business; Al 
references. Address “T., 1760,” care 


Jewelers’ Circular. 





CAPABLE SALESMAN, accounting and 
credit manager, window dresser and 
designer, with eight years’ jewelry ex- 
perience, desires connection with re- 
liable firm. Address “T., 1757,” care 
Jewelers’ Circular. 





BOOKKEEPER-TYPIST, young woman, 
10 years’ varied experience in jewelry 
line, capable of taking full charge, 
manufacturing jewelers; excellent ref- 
erences. Address “D., 1713,” care 
Jewelers’ Circular. 


4. 





YOUNG LADY, efficient, Elliott-Fisher 
biller ; complete charge of orders, stock, 
salesman’s lines; show room _ sales 
ability; clerical; highest references. 
ro ea “A., 1712,” care Jewelers’ Cir- 
cular. 
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Watch Work for the Trade—Continued 








—_—— 
_ 


ELFGOTT, high grade watchmaker 
‘2 the trade, specializing in experi- 
mental work, cutting wheels, parts for 
watches, clocks, chronometers and re- 
peaters ; satisfaction guaranteed; esti- 
mates — request. 64 Fulton St., 


New Yor 


—— 


Special Order Work and 
Repairs for the Trade. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word. 








Miscellaneous. 


Minimum charge (25 words) $1.50 
Additional words, 5 cents a word. 








LEARN WATCH REPAIRING by doing 
it; thorough training under expert in- 
structors. For information write Stand- 
ard Watchmakers Institute, 111 West 
111th St., New York City. 





PATENT ATTORNEY secures patents, 
trade-marks, copyrights; call or send 
me your sketch or model; confidential 
advice; literature. Polachek, 
1234 Broadway, New York. 








DIAMOND REPAIRING and recutting ; 
repairing broken and_ chipped 
stones; recutting old miners’ and 
badly proportioned stones to im- 


WATCHMAKERS! increase your ability 
through the highly recommended 
books: ‘“‘Rules and Practice for Adjust- 
ing Watches” and ‘Practical Balance 
and Hairspring Work’”’; circulars free. 


ENROLL NOW for courses in watch- 


making, engraving and jewelry work. 
For full information and free bulletin, 
address The Elgin Watchmakers Col- 
lege, Grove Ave., Elgin, Ill 








YOU WANT A POSITION 

YOU WANT A SALESMAN 
YOU WANT A WORKMAN 
YOU WANT TO EXCHANGE 
YOU WANT A PARTNER 
YOU WANT TO SELL OUT 
YOU WANT TO SELL TOOLS 
YOU WANT TO LET A PLACE 
YOU WANT ANYTHING 





USE THE 





prove brilliancy. James A. Drilling 
Co., Diamond Cutters since 1906, 
87 Nassau St., New York. 


Walter Kleinlein, Waltham, Mass. 


Want Advertisements 








| 








Minimum charge (25 words) $1.50 
Additional words, 5 cents a word. 


LEARN WATCHMAKING and become in- 
dependent; we help you secure a posi- 
tion; easy to learn; send for free cata- 

To Let log. St. Louis Watchmaking School, 

Dept. 7, St. Louis, 

same management since 1886. 


of the 


Mo. Under the 








SPACE FOR WATCHMAKER on Maiden 
Lane, New York; our repairs last year 
were over four hundred dollars; op- 
portunity for good man. Address “L., 
1723,” care Jewelers’ Circular. 


pairer free. 


Fort Wayne, Ind. 





ALUMINUM MATERIAL TRAY so handy 

on the bench, sent to any watch re- 
Write Beck Brothers 
Wholesale Supply House, Noll Bldg., 
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Merchandise Market 


Advertising Service 


Irving Bernstein and Joseph Katz are now conducting an 
advertising service under the style Alsonia Advertising Asso- 
ciates at 47 W. 34th St., New York. There is no change in 
personnel. 


Bradley & Hubbard Catalog 


Distinctive metalware for home and office is shown in an 
attractive new catalog issued by the Bradley & Hubbard Mfg. 
Co., Meriden, Conn. It contains 48 pages and is bound in a 
pleasing cover. The illustrations of the merchandise are excel- 
lent and include desk sets, tantalus sets, smoking stands, ash 
trays, cigarette boxes and other articles. 





New East Boston Traffic Tunnel Opened With Gorham Shears 


The official opening of the long-needed vehicular tunnel con- 
necting Boston with East Boston, shortening the route to the 
North Shore, took place the week of June 26. The wide satin 
ribbon holding back the motorists anxious to be “first to go 
through” was cut by representatives of cities joined by this 
underwater tube. Two pairs of 14-kt. gold shears made by 
Gorham and carried in sheaths suitably engraved for the occa- 
sion were used and later presented to the wives of the Mayors, 
who both made brief addresses. 





Two new “Time” films shown at Century of Progress 
Exposition, Chicago 
The Elgin National Watch Co. has adopted a film as its 
major exhibit medium at the Chicago Fair. In the General Ex- 
hibits Building, an ingenious, 30-seat theatre has been con- 
structed with a special drop wall to separate it from the 
rest of Elgin’s exhibit. For use here, Castle Films produced the 
talking picture “Time” with the voice of Milton Cross, veteran 
NBC announcer, providing the off-screen delineation of Elgin’s 


contributions to accurate time-keeping throughout the world. 
In the space of one-reel, the film presents a complete story of 
Elgin, 


Manchester Silver Co. Offers New Service 


The Manchester Silver Co. of Providence, R. I., is now of- 
fering a new service in connection with its extensive lines of 
hollowware. Optional with the customer, the concern is now 
applying tarnish-proof rhodium plate to hollowware pieces, 
without any additional charge. This is further evidence of 
the progressive viewpoint of this manufacturer. During the 
past year the Manchester Silver Co. has more than doubled 
its manufacturing facilities. The company uses the latest type 
machines, notably a battery of pneumatic presses. In June, 
this company brought out a new flatware pattern named “Sil- 
verstream,” which has made a definite place for itself besides 
the eleven other active patterns in the line. A unique feature 
of the Manchester set-up is the fact that each of their flatware 
patterns carries the same list price, is of the same weight, and 
has the same catalog number. 





Traub Issues New Bride Book 


The Traub Mfg. Co., Inc., Detroit, Mich., manufacturer of 
Orange Blossom engagement and wedding rings, has designed 
for distribution -by its customers a bride book of exceptional 
beauty and taste. It contains, in addition to the usual pages 
for prenuptial calendar, marriage certificate, the names of the 
bridal party and guests, and space for listing of gifts, an inter- 
esting summary of the history of the wedding band. Customs 
of ancient nations are related, with illustrations in color show- 
ing romantic scenes of the past and the wedding rings of many 
countries. A page is devoted to the “family tree,’ with spaces 
for children’s and grandchildren’s names to be inserted. Of 
particular interest is an article entitled, “The Modern Wed- 
ding,” which describes in detail the proprieties of modern cus- 
tom as to engagement, wedding ceremony, invitations, etc. De- 
tails of dress are gone into, for groom as well as bride. The 
article is a complete outline of wedding etiquette. 
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Ben Gordon 


Mr. VERNON, N. Y., July 18—Ben Gor- 
don, a retail jeweler of this city who 
has been in business at 75 S. 4th Ave. 
for the last six years, died at the Bronx 
Sanitarium on Monday following an op- 
eration for tonsilitis. Mr. Gordon, prior 
to engaging in the retail jewelry busi- 
ness in Mount Vernon, had been at 
Eight Ave. and 41st St., New York, for 
20 years and at one time, for a period 
of four years, conducted a wholesale 
business at 15 Maiden Lane. 

He was born in Lonza, Russia, in 1884 
and came to this country at the age of 
20 years. He is survived by his widow 
and two sons, Milton and Gene, who 
will continue the business. 

The funeral was held today (July 18), 
and the interment was at Mt. Zion at 
Maspeth, L. I. Mr. Gordon was a mem- 
ber of the Knights of Pythias and the 
West Side Hebrew Benevolent Society. 





Ronson Represented in Many Exhibits 


Art Metal Works, Inc., producers of 
Ronson products, never, for a minute, 
relax in their persistent efforts to keep 
their products before the trade and the 
* public. Not only do they maintain three 
permanent display rooms; one in New 
York (347 Fifth Ave.), one in Chicago 
(36 So. State St.) and one in Los An- 
geles (728 S. Flower St.), but they are 
also exhibiting at the important Fall Gift 
Shows. 

Among the exhibits scheduled for the 
immediate future, are the following Gift 
Shows at which Ronson will be well rep- 
resented: Chicago Gift Show—Suite 779- 
780, Palmer House, July 30 to Aug. 10; 
New York Gift Show—Room 382, Hotel 
Pennsylvania, Aug. 20 to Aug. 24; Bos- 
ton Gift Show—Suite 524-526, Hotel 
Statler, Sept. 10 to Sept. 14. 

Of national importance is the Ronson 
exhibit at A Century of Progress, Chi- 
cago, at the Center of 16th St. Bridge, 
immediately under the Sky Ride, where 
it’s almost impossible for anyone to miss 
this imposing display. The millions who 
throng the various attractions at the 
Fair, seem to show a lively interest in 
the impressive variety of exquisite gift- 
wares, fashioned by Ronson. 

These products include not only the 
Ronson lighter, in its many forms and 
combinations, but also book ends, ash 
trays, smokers’ articles, lamps, chande- 
liers, statuary, curios, pipe racks, pretzel 
holders, and a world of other clever 
Creations in smart gift merchandise. 





‘ George H. Brown 


San Francisco—George H. Brown, 75, 
for 30 years a San Francisco jeweler, suc- 
cumbed to a heart attack early July 3 at 
his home, 1637 Clay St. 

He was a native of Maine and is sur- 
vived by his widow, Mrs. Eileen Brown; 
son, Lyle M. Brown, division manager of 
the Pacific Telephone & Telegraph Com- 
pany, and daughter, Mrs. Elva Anderson. 
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Auctioneer”’ 
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STRICTLY ETHICAL 
AUCTIONS 





CONDUCTED UNDER THE RETAIL JEWELRY CODE! 


A quick inexpensive way to raise cash or liquidate your entire stock. The 
legitimate “Hand Auction” will bring far better results than by selling 
in bulk. Your reputation well guarded. Known favorably by The Jewelry 
Trade Everywhere. Have condueted many auctions under supervision 
United States and Canadian Courts, for Banks, Trust Companies, Executors, 
Trustees, Receivers, Representative Jewelers and Members National Jewelers 
Board of Trade. No stock too large or too small! Experience! Ability! 
Results unequalled! 
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Jewelry Trade Shows Improvement 


fp COonmnS to a report by Dun & Bradstreet, continued 
expansion has marked the trend in the jewelry trade during 
the past six months. The report says in part: 


With the exception of a few districts, results of operations in 
the jewelry trade for each month during the first half of the 
current year have shown consistent improvement. Gains in 
production have ranged up to 50 per cent, retail distribution is 
higher by as much as 40 per cent, while the firmness of the price 
structure at 20 to 30 per cent above last year’s and the stronger 
demand for the better grades of merchandise augur well for 
increased profits. The retail jewelers’ enforcement code com- 
mittee is extremely active in its dealings with code violators, 
which is preventing many fraudulent sales and auctions, which 
for years have interfered with the business of established houses. 
In some States it is planned to incorporate the retail jewelers’ 
code in State laws next Fall. 

A considerable portion of retail buying continues to be on an 
instalment basis, but receivables in this division have been 
reduced and remittances now are prompt, and the improvement 
in the general collection status is permitting a wider extension 
of credit. As wholesale distribution reached a dollar volume 
approximately 50 to 85 per cent in excess of that for the corre- 
sponding months of 1933, and there have been only minor price 
recessions, earnings of the important distributors have been 
abruptly upward. Since the largest business of the year is trans- 
acted in the last quarter, 1934 gives promise of the return of a 
profitable operating basis to a trade which has experienced a 
steady downward trend for nearly five years, according to a 
survey of the jewelry trade which has just been completed by 
Dun & Bradstreet, Inc. 


Last YEAR’s OuTPUT EXCEEDED 


Manufacturers of jewelry report an increase in production 
of 25 to 50 per cent during the first six months of the current 
year over the comparative 1933 period. The principal gain in 
orders occurred during the early months of the year, evidently 
because inventories were reduced during the 1933 holiday sea- 
son and stocks were subsequently replenished, as the buying for 
the Easter period was earlier than usual. Payrolls and the total 
numberof employed are about 20 per cent above last year’s. 
While good operating schedules are expected to be maintained 
during July and August, last year’s level will not be reached, 
as orders during the Summer of 1933 were pushed to an ab- 
normally high level, because of the abrupt rise in prices. 

While current orders are chiefly for the inexpensive bracelets, 
earrings, wrist watches, and the popular-priced costume jewelry, 
larger bookings are being made by manufacturers of gold and 
platinum and ornamental jewelry, including diamonds and 
precious stone settings. As inventories of these items are low, 
any slight improvement in retail demand is felt immediately by 
manufacturers. The larger demand for diamonds is revealed 
by the total volume shipped into the United States during the 
first half of the year, the monthly average of which was nearly 
30 per cent larger than for the comparative period of 1933. 

Not all of these stones, however, found their way into the 
jewelry trade, as there has been a stronger call for diamonds 
for industrial uses, diamonds now being used in some stage of 
the manufacturing process in nearly every major industry. 
World output of diamonds in 1933 totaled 4,000,000 carats, with 
a value of approximately $15,000,000. This compares with an 
output of 7,000,000 carats, with a value of around $80,000,000 
in normal years. 


Wipe GAIN IN SALES 


That the buying public has more money to spend on luxuries 
is attested by the steady improvement in general sales during 
the first half of this year. For, in spite of the slight recession 
in demand experienced by retail and instalment houses during 
June, sales ranged from 30 to 50 per cent larger than for the 
comparative period of 1933. Some of the instalment houses 
reported May sales as the second best for any month in eleven 
years. Distribution of high-priced jewelry and gems, on the 


other hand, gained only moderately during the first four months 
of the year, but during May and June sales practically were 
double those of the four months preceding. 

Sales of silverware in May were down somewhat from a 
year ago, as during that month in 1933 buying was abnormally 
heavy, due to the sharp rise in the quotations of the base metal, 
Watches, diamonds, silverware, china and crystal ware, and a 
wide assortment of seasonal goods have contributed the bulk of 
the sales volume thus far this year. There was a strong demand 
this Spring for wedding rings, wedding and graduation gifts, 
and some buying already is in evidence for next Christmas, 
The latter is present principally in the instalment goods, as 
purchasers have had articles laid aside, on which they are 
making small monthly payments. There has been an unusually 
strong demand for diamond rings selling from $100 to $300, 
and sales of the better grades of American-made watches have 
contributed a considerable portion to the enlarged volume, 
Costume jewelry and novelty articles continue popular. 


Price LEvEL LIFTED 


While the gold base jewelry has climbed upward in price as — 
much as 60 per cent, the general average of prices is 20 to 25 
per cent above that of a year ago. Watches are up 5 to 10 per © 
cent, and novelty jewelry 10 to 15 per cent. In January, manu- — 
facturers of silver-plated ware increased prices on low-end and 
medium-priced goods 10 to 20 per cent, which was followed in 
March with an advance of 10 per cent on sterling and the 
better grades of silver-plated ware. During 1931 and 1932, the ~ 
price of the best grades of one-carat diamonds fell as low as | 
$500, but the strength of the demand since the latter part of” 
1933 has brought the current quotation to around $650, which 
represents about 85 per cent of the maximum price reached 
during 1924 to 1929. 

That the higher price level and the stronger demand have 
resulted in more members of the trade to replace losses by 
profits is revealed by the Analysis of 1933 Operating Averages, 
prepared by the Statistical Department of Dun & Bradstreet, 
Inc. Of the 672 retailers of jewelry reporting, with total 1933) 
net sales of $10,132,800, a net profit was reported by 419 con 
cerns, or by 62.4 per cent of the total number. These conert / 
had total 1933 net sales of $6,126,600, or 60.5 per cent of the 
total volume. ' 


FEWER FAILURES SINCE 1929 


The progressive reduction in the number of failures, which 
occurred during the last six months of 1933, has been accent 
tuated thus far in the current year. For the average monthly 
number of -bankruptcies from January to the end of May was 
only 17, as compared with nearly 40 for the twelve months 6 
1933. 


Patent Granted for Sliding Folding Ratchet Clasp 


For several years one of the chief factors in the field of wri 
watch attachments has been the sliding folding ratchet center 
clasp. These clasps have been manufactured by several brace 
makers, and while their popularity may have been of slow 
growth at the outset, once the wearers of watch attachments 
became familiar with the easy method of adjusting their wrist 
watch bracelets, the popularity of this type of center clasp spre 
very rapidly. Naturally on a device of such merit, of such uf 
versal application, and capable of filling such long-felt needs 
as does this type of clasp, there would arise conflicting claims 
as to priority of origination, development and use. For moré 
than two years many claimants have been before the Pater 
Office, each demanding the grant of the basic patent for 
sliding folding ratchet clasp. On July 10, last, the final word 4 ; 
the United States Patent Office was spoken by the grant of 
United States patent No. 1,966,063 to The Hadley Co., Inc., 0 
Providence, R. I., as the first and original inventor of the sliding” 
folding ratchet clasp for bracelets. 
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